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CENTRAL STATES LIFE 
INSURANCE COMPANY 


ST. LOUIS, MO. 





Insurance in Force $53,000,000.00 





JAMES A. McVOY 
Vice-President and General Manager 











THE TRAVELERS 


INSURANCE INDEMNITY 
COMPANY COMPANY 
HARTFORD, CONNECTICUT 


GROUP INSURANCE 
Forward looking employers carry Group insurance. 
They find it accomplishes all the results claimed for it. 


In 1919 The Travelers wrote:more Group Insur- 
ance in the United States than any other company. 


Group, and the multiple forms of insurance provid- 
ed by The Travelers, afford agents and brokers great 
opportunities. 


Moral: Represent The Travelers. 
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SURETY BONDS 
BURGLARY INSURANCE 








The Fireman’s Fund 
is in the front rank 


in fire, marine and 
automobile insurance. 
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, PAN-AMERICAN 
LIFE INSURANCE COMPANY 


NEW ORLEANS, U. S. A. 
CRAWFORD H. ELLIS, President 


Total Resources Dec, 31, 1919, over $7,500,000.00 
Insurance issued during 1919, over $26,000,000.00 
Insurance in force Dec. 31, 1919, over $70,000,000.00 


The Pan-American Way 


In keeping with the higher Ideals and Ethics of the Business, 
the Pan-American does not seek to employ agents of other 
companies, but by interesting men of intelligence, character 
and clean record, instructing them by correspondence, and as- 
sisting them in the active co-operation of specially trained men, 
it has built up a field organization that is prosperous and con- 
tented. 

What these agents are doing, you can do, if you have the 
Will—the Pan-American Way is open to you. 


Address: E. G. Simmons, Vice=President and General 
Manager, New Orleans, La. 
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CTOBER 9, “Fire Prevention Day,” 
O is again with us, but it must be re- 
gretfully recorded that if its observance 
since its inception a few years ago has 
resulted in any good the fire records of 
the country fail to show it, except, per- 
haps, in a negative way ; that is, the record 
might have been worse. The only cus- 
tom that will cut down the fire losses is 
the establishment of three hundred and 
sixty-five days in the year as “Fire Pre- 
vention Days.” The main difficulty is 
that the public in general seldom gives the 
day more than a thought, and it is pre- 
cisely the public—members of every 
household, that should feel it incumbent 
upon them to prevent fires. 


HE joint convention of the Interna- 
tional Association of Casualty and 
Surety Underwriters and the National 
Association of Casualty and Surety 
Agents at White Sulphur Springs, W. 
Va., last week was a notable gathering 
in various respects. Among those who 
contributed enlightening addresses were 
three business men: C. Edwin Michael, 
president of the Virginia Bridge and Iron 
Company; Wm R. Schneider, counsel 
for the Associated Industries of Mis- 
souri, and George A. Gilbert, of Chicago. 
These gentlemen spoke upon the desirabil- 
ity of stock company insurance in cover- 
ing workmen’s compensation Jrisks, as 
compared with State insurance funds and 
other organizations. These gentlemen 
gave evidence of having thoroughly in- 
vestigated the subject, and the results of 
their research should be made known to 
other business men. Another prominent 
feature of the convention was Dr. Frank 
Crane’s address on “Ten Commandments 


for Salesmen,” which was delivered fol- 
lowing the banquet, and was received with 
Al- 


together the sessions were regarded as 


much enthusiasm and appreciation, 


having brought about a stronger spirit 
of co-operation among the members of 
the two organizations, which should pro- 
duce favorable results in the future. 
. idea of the vast proportions 
to which the insurance business has 
the United 
gleaned from an inspection of the aggre- 


grown in States may be 
gates shown, as to last year’s business, 
from the two great volumes of The In- 
surance Year Book. Combining the to- 
tals of the various classes of insurance 
companies whose statistics are set forth 
therein, it is found that their assets on 
January 1, 1920, aggregated $9,459,892,- 
505; their surplus funds (including capi- 
tal) exceeded $1,542,105,394; their net 
premiums in 1919 amounted to $2,597,- 
237,844, and their payments to policy- 
holders footed up to $1,391,569,213. It 
is difficult to realize what such stupendous 
figures mean in their relationship to the 
progress and welfare of our country, but 
it is very evident that the indemnity pro- 
vided by insurance companies is a support 
upon which the business of the country 
leans heavily. Much of the tremendous 
progress indicated has been made during 
the memory of men still active in the busi- 


HESS. 


UNDERWRITING AND INVESTMENT 
PROFITS AND LOSSES OF FIRE COM- 
PANIES IN 1919* 

NE hundred leading fire insurance 
companies licensed in New York 

State made a profit of $46,011,909 upon 
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their entire underwriting transactions in 
1919, involving an earned underwriting 
income of $532,497,234, or 8.6 per cent. 
This is the best result that the fire insur- 
ance companies have obtained from their 
insurance operations for many years, but 
that it was needed is indicated by the 
fact that their average underwriting 
profit during the last twenty-two years 
was but 1.1 per cent of their underwrit- 
ing income. 

‘or a number of years prior to 1917 
the annual investment gain of the one 
hundred leading companies had ranged 
from $24,000,000 to $29,000,000 annu- 
ally, but in 1917 it fell off to about $7,- 
500,000. In 1918 it recovered somewhat, 
having reached $22,000,000, but in 1919 
retroceded to $20,000,000. 

There was a gain in combined sur- 
plus by decreases in special reserves, 
last year of about $1,400,000, 
whereas in 1918 there had been a de- 
crease of over $1,700,000 from this cause. 

In 1919 the net dividends incurred (in- 
cluding remittances to home offices of 
foreign companies, amounted to $20,600,- 
000, as against $15,100,000 in 1918, $16,- 
800,000 in 1917, and $24,500,000 in 1916. 
After giving consideration to these vari- 


€tc., 


ous factors, there remains an increase in 
surplus of about $47,000,000 in 1919, 
against $19,300,000 in 1918, and less than 
$3,000,000 in 1917, making 1919 the best 
year since 1907, so far as percentage of 
underwriting profit is concerned. 

Ninety of the one hundred companies 
listed secured a profit on their underwrit- 
ing transactions last year, while but ten 
showed underwriting losses, the percent- 
age of profit ranging from 24.3 per cent 
down to .3 per cent, while the ratios of 
underwriting losses varied up to a maxi- 
mum of 23.5 per cent, the average for 
the whole number of companies having 
been a profit of 8.6 per cent. 

In but sixteen of the last twenty-two 
years have the leading companies, aver- 
aging 108 in number, been able to show 
profits in the aggregate upon their under- 
writing transactions, and in only one of 
these years has the rate of underwriting 
profit been as high as 11 per cent of 
underwriting income. The net losses in 
the other six years ranged from 3.1 per 
cent up to 55 per cent. Below will be 
found a summary of the operations of 
the average number of 108 companies in 
the last twenty-two years, this group 
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UNDERWRITING AND INVESTMENT PROFITS AND LOSSES OF FIRE INSURANCE COMPANIES IN 1919 
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Uncer- 

writing 

NAME AND LOCATION OF COMPANY. Income 
Earned* 

Twenty-two Companies of N.Y. State. 

Agricultural, Watertown............ 3,478,188 
American Alliance, New York... . 1 078, 269 
American Eagle, New York......... 1,846,492 
US ESE SS a eee 832,730 
Commonwealth, New York......... 1,905,285 
Continental, New York............ 13, 915, 648 
Fidelity, Phenix, New York......... 12,024,587 
Glen Falls, Glens Falls............. 4,808,667 
Globe and Rutgers, New York...... 15,582,769 
Great American, New York......... 16, 793 "464 
Blanpver, New Work <.....5.6....+.- 3,764,869 
NDE SUOW, WOME. 6 .6. cesses eos 31,548,081 
International, New York........... 3,076,553 
Mercantile, New York............. 1,649,734 
Merchants, New York............. 1,821,578 
National Liberty, New Work... .:... 5,257,900 
Niagara Fire, New York............ 6,481,150 
Northern, New York............... 1,239,251 
North River, New York............ 3'891,849 
TC, a 8, 051 076 
United States Fire, New York...... 5,561,800 
Westchester Fire, New York........ 6,687,894 


Forty-four Companies of other States. 


POS: 
Alexandria, Pittsburgh............. 
Alliance, Philadelphia.............. 
American, Newark.... 
American Central, St. Louis......... 
Automobile, Hartford.............. 
Boston, Boston. . PER ean 
Camden Fire, Wonndeh)c ccs cance 
Concordia Fire, Milwaukee......... 
Connecticut, Hartford............. 


Detroit F. & M., Detroit........... 
Dubuque F. & M., Dubuque....... 
Federal, Jersey City Meee ets aug sears 
Fire Association, Philadelphia... 
Fireman's Fund, San Francisco. 
Firemens, Newark.............++-- 
Franklin Fire, Philadelphia . 
Girard F. & M. Philadelphia. ...... 
Hartford Fire, fOrd: ....... 
Home F. & M., San Francisco....... 


Ins. Co. of North Amer., Phila...... 
Ins. Co. of State of Pa., Phila. . 
Mechanics, Philadelphia. . a 
Milwaukee Mechanics, Milwaukee... 
National-Ben Franklin, Pittsburgh... 
National Fire, Hartford 
National Union Fire, Pittsburgh. . 
Newark Fire, Newark.............. 
New Hampshire Fire, Manchester. . 
New Jersey Fire, Newark... a 


Northwestern National, Milwaukee. . 
Old Colony; BOSON... <6 sien ess 
Orient, Hartford. . meee 
Pennsylv: ania Fire, Philadelphia. ey 
Phoenix, Hartford. 
Provi ence Washington, Providence. 
Republic, Dallas. . a 
Rhode Island, Providence . 

Rossia, Hartford. . : : 
Security, New Haven....... 


St. Paul F. & M., St. Paul.. 

Springfield F. & M. z Springfield. . 
Superior, Pittsburgh 
Utah Home, Salt Lake City......... 


Thirty-four Foreign Companies. 
Aclas, Lonaon.. 
Caledonian, Edinburgh Pe etalcne cia 5 ai 
Christiania General, Christiania / 
Commercial Union, "London... 

Eagle Star & Brit. Dom., London... 
Fire Reinsurance, Paris. . ; 
First Russian, Petrograd. Ve 
Jakor, Moscow........ : 
Liverpool & London & Globe, Liv... 
London and Lancashire, Liv erpool. me 


London Assurance, London .... 
Moscow, Moscow 
National, Copenhagen....... 

Wormict MA0VG. ..o. 5. cc scenes oe 
North Brit. & Mercantile, London... 
Northern, London......... : 
Norwich Union, Norwich. 

Palatine, London...... : 
Phoenix, a ee 
Prudential Re. & Co. 


19,361 896 


3 ,119, 248 
6.236, 227 


1,086,251 
1,318,502 
4,036,160 
7,617,249 
13,570,122 
4,633,243 
1,783,336 
1,305,148 
33,089,382 
1,555,712 


19,001,342 


nye 178 
1,536,473 


4,330,343 
1 409, 2045 


4 419) 559 
9, 003; 991 
6,141,425 
1,125,363 
1,516,810 
7,688,184 
4,496,621 


11,833,807 
9,119,455 
1,359,743 

453,419 


12. 046; "403 
3,€30,467 


4,216,008 
2,555,882 
2,790,432 
5,384,537 
6,926,159 


1 641,280 


Losses and 
Underwriting 
Expenses 
Incurred* 


3,415,926 
919,603 
1,655,760 
755,921 
1,715,262 
12/270; 950 
11,057,277 
4'599,310 
14,642,168 
15,002,440 


3,439,149 


5 057, 466 
6 932) 023 


9 941, 639 


5,358,563 
6,134,175 


17,427,140 
1,123,052 
1/$43/169 
6,083,272 
1,999,048 
7,875,397 
6,394,465 
3,463,237 
1,938,597 
5,350,685 


1,023, 828 


1 302, 441 


iz, 111,306 


12,327,842 
3,359 675 
1,827,539 
3,772,871 
1,599,797 


4,058,789 
1,377,536 
2,130,292 
4,159,353 
7,827,924 
5,663,831 
ay 012, 675 


4, 201 629 


10,483,606 
8,347 (439 


2,848,370 
1,890,431 
2,772,487 
8,454,771 
1,518,241 
2,018,200 
2,079,718 
2,604,215 
9,890,018 
3,350,474 


3,637,892 
2'233,604 
2,946,098 
5,282,064 
6,327,234 
4,312,122 
3,219,416 
2,337,637 
3,263,581 
1,775,467 





Under- 
writing 
Profit 


1,791 ‘024 


325,720 
3,794,931 
743,860 
138,737 
89.967 
200,434 
249,127 
92,198 
325,597 
1,110,337 


203,237 
553,619 


1,934,756 
77,570 
199,280 
545,792 
181,268 
53,893 
782,365 
182,857 
180,651 
885,542 


62,423 
61,998 
602,099 
718,863 
323,386 
305,190 
99,710 
5,271,082 


1,890,036 
240,210 


1,350,201 
772,016 
35,698 
4,037 


187,545 
175,738 
71,224 
1,321,246 


379,993 


578,116 
322,278 


Under- 
writing 
Loss 


9. 246,7 7 29 


63,324 


1 


Net 


Earnings 


from 


Investments { 


68,339 
609,578 
81,609 
—48/489 
200;777 
290,108 
217,297 
23'029 
719,479 
143,757 


$27,558 
16,991 





1,055,055 
36,327 
79,253 
339,079 
1 15,469 
275,080 
331,469 
114,752 
109,358 
311,368 


101,926 
91,184 
85,970 

333,758 

541,504 

5,796 


—119,383 
—140,879 


816,450 
+57,351 


642,999 

66,162 
-56,974 
112.673 
204,571 
408,750 
128,864 


22: 
134,622 


185,002 
94,199 


126, 765 


53,502 
606,655 
79,494 
220,178 


65,928 
16,624 
84/229 

255,664 


95,053 


© Dividen Is 
Incurred 


35,000 
20,000 
500,000 


140,000 
250,000 


1,250,000 
40,000 
90,000 

400,000 


40) "000 


145,000 
358,000 
100,000 


806,417 
85,000 
py 


—285 235 
80,000 


300, 000 


136,707 
174, 805 


1,375,248 
563,946 


425,679 
355,943 
—11,172 
456,792 
150,939 
125,929 
89,971 
295,637 
333,063 


y Increase 


(+) or De- 
crease (—) in 


Spec. Res., 
etc. 


—1,108 
—63,057 


—6,308 
+170,986 


—164,334 
+188,533 
4/149 
+4,694 


+565,339 
37,834 


+1,673,035 
52,553 


—145,722 
—70'922 
—1;000 

— 2,388,528 


—103,328 
—176,622 


—8,293 
—3,283 
+300,500 
—48,915 


+1,276 
+200,000 
—8,426 
—15 584 
+4, (010 


Increase 
in Net 
Surplus 


1 066, 184 
’817, 151 


897,103 
115,642 


84,349 
93,182 


581,084 


104,068 
158,550 
1,320,245 
214,386 
167,868 
376,079 
31,268 


341,002 


47,436 
112, 680 
3,148,071 


351,564 


1,098,027 
1,030,297 
151,192 
390,215 


125,059 
20,840 
196,408 

1 259, 667 


- = 


270,708 
400,502 


293,929 


| 
| 
| 
| 
| 


| 





Decrease 
in Net 
Surplus 


Ratio Net Losses 
Incurred to Un- 


derwriting Income 


Earned. 


ipsaa dsbhokes 
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wai Zs 
253 E13 
ase 
Mgee = a» 
Shag? ce 
Sah” © BO 
aee S-e 
Se 4 Tf! 
© % 
45.1 +1.8 
46.3 +14.7 
38.7 +10.3 
51.8 +092 
454 499 
46.35 +11.8 
47.0 +8.1 
44.6 444 
34.4 +61 
43.1 +10.7 
47.6 +8 .7 
43.6 +12.0 
26.9 +24.2 
45.4 "ys 4 
44.0 +4.9 
51.6 +38 
48.8 +38 
50.2 +74 
48.0 +S. 3 
44.3 +138 
49.0 a | 
44.2 ES 


44.5 +100 
53.0 +6.5 
43.7 449.3 
48.0 +8 .2 
46.6 +8.4 
41.7 +.7 
39.0 +11.0 
45.7 +5.0 
50.4 +8.5 
44.0 414.3 
46.8 +5.8 
54.3 +4.6 
48.1 -4.9 
45.4 +8.0 
41.2 $5.3 
45.6 +7.0) 
41.1 +17.1 
53.2 +7 4 
43.3 +16.0 
57.0 9 
43.7 -9 
41.6 -9 2 
49.4 +i3.5 
49.2 +58 
56.5 +1.3 
45.1 +100 
&0.5 +3.4 
47.0 +7.0 
46.3 +8.6 
43.6 4.1 
52.2 +6.0 
40.9 +2.2 
48.7 +11.2 
48.7 +5.9 
45.2 +13.1 
41.4 +7.8 
47.7 +10.0 
48.6 +8.5 
32.9 +3.6 
48.9 +6.5 
43.6 +114 
48.7 +8.4 
52.6 +2.6 
50.6 9 
47.6 4-(}.2 
45.2 +8.9 
47.8 +2.9 
43.3 +13.5 
60.6 7.0 
36.9 +11.5 
37.3. +10.6 
40.9 +94 
41.1 +17.9 
49.4 +10.4 
41.4 413.7 
35.1 +12.6 
32.3 —5.6 
22.5 i Phd 
48.4 $8.7 
44.2 +11./ 
43.4 +7.9 
44.8 +12.5 
44.9 +12.2 
50.0 —8.1 
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: = 325 a $ = | 8 

Under- Losses and Under- Net y Increase Ss ° fg 0 a; ke 

writing Unaerwriting writing Under- Earnings {Dividends (+) or De- Increase Decrease at 3 ® soar 3 Bn 

NAME AND LOCATION OF COMPANY. Income Expenses Profit writing from Incurre! crease (—) in in Net in Net 3 3.2 WBae 5.03 
Earmmea* Incurrea* Loss Investmentst Spec. Res., Surplus Surplus } E23 & cea 2s E 

etc. ‘S353 ze o = Bada = 

gas 286 378 

$ $ $ $ $ $ $ % % % 

Royal Exchange, Lon ‘on........... 3,362,551 Rs a” 7 10,596 82,050 344,433 Bre 276,770 53.1 45.2 —.3 
Royal, Liverpool. . ne 12,627,102 11,044,200 L5BZ90B 0 ecw 362,348 2,104,164 233,025 (i 11) ic 42.1 45.4 +12.5 
Russian Re., Petrograd. Pssiaielstataenais 673,569 1,466,287 P.  . : e 61,965 —12316 ...... yo: re 52.0 35.6 +12.4 
Salamandra, LCC): 4,114,861 3,929,052 ISG hues 100,453 —167,598 ...... 453,860  ...... 47.4 48.0 +4.6 
Scottish Union and National........ 3,986,567 3,751,303 p51. 173,816 1,132,736 “Gk eaccer 720,155 43.5 50.6 +5.9 
Resi ATID LME Cc craier5-a 05:4 5:6) 0ns 6-23 ave sls 6,085,461 6,064,452 AEGOW kkk 138,366 —722,713 ian... 882,088 ...... 55.1 44.6 +.3 
rie PAAR as, otras or aiiie.5: Hoe on Kes 4,221,578 4,223,052 _~C......... 1,474 A 64,208 —131 pi ee 53.7 46.3 Pere 
Svea F. & L., Gothenburg.......... 1,597,218 1,488,379 108,839 ...... 38,464 MORE lke vc 107,181 44.5 48.6 +6.9 
Swiss Reinsurance... ....6ccccc600 0 2,166,576 2,003,549 WGS02F keen OL ee Pp I ne 223 591 areas 53.9 38.6 +7.5 
Tokio M. & F., Tokio.......... 1,742,772 TS0620B havoc 65,480 106,997 242,531 +943 283, 105 58.4 45.3 —3.7 
Union and Phenix Exp., Madrid..... 3,094,132 2,998,818 Te}, a ae 124,798 i ee 1OOS80 ss. cence 50.6 46.3 +3.1 
Union, Canton. 2.0. ess ocenccee+ os 2,533,052 pay re 595,696 28,063 eS eee ee 70.4 52.1 —23.5 
RigbaiMe PR scoot nes wae sa sie 3,743,621 3,479,090 yo) ree 57,169 —251,337 —300 he Ue 47.9 45.0 +7.1 
Western, PMN 5.8 a catressrrcaecope'es 2,806,943 2,725,836 i 5’ ne 115,055 46,796 —17,918 ) s.r 59.6 37.5 +2.9 
Totals, 1919 (100 companies). .... 3: 32 ,497,2 486,485,325 746,011,909 ape 20,197,572 t— —20 613,973 t—1,396,034 746991542  ...... 47.0 44.4 +8.6 
Totals, 1918 (100 companies) ah 8 ace 480,848,490 466,660,629 714,187,861 —...... 32,003,194 715,113,696 ++1,737,643 719,339,716 — ...... 53.1 41.9 +3.0 
Totals, 1917 (100 companies) Raa 404,420,967 395,637,563 78,783,404 —...... 7,453,518 $16,805,763 {—3,370,588 +2,801, ro coma 57.1 40.7 +2.2 
Totals, 1916 (100 companies) De cchs 345,959,981 341,109,162 74,650,819 ~~ ...... 28,916,191 724,493,583 7 +788,943 78, 284 Dumas 58.8 39.9 +1.3 

a otals, 1 1915 (100 companies) eave t sie 308,009,279 294,765,884 713,243,395 3 ...... 24,954,951 115,138,231 +99,548  +22,960, ‘Ga Pro 53.3 40.4 +4.3 
Totals, 1914 (100 companies) ere 236,844,451 295,646,161 = ...... t8,801,710 24,514,117 11,033 208 +1,369,163 72,810, 036 eelaae 64.0 39.1 —3.1 
Totals, 1213 (100 companies) a wie 279,437,395 273,143,819 iT rr. 73,932,760 720 388, 956 eeee — Osea 110,162,620 54.0 43.7 +2.3 
Totals, 1912 (100 companies) Spree 267,585,086 257,707,213 ie, oe 17,668,686 $40,218,166 pane abe 56.0 40.3 +3.7 
Totals, 1911 (100 companies) Pape 254,878,986 247,571,625 ee) 20,242,341 116,659,037 3 ....... 710,890,665 ...... 56.6 40.5 +2.9 
Totals, 1910 (100 companies) ete 249,676,029 232,260,065 117,415,964 ~~ ...... 13,044,544 717,245,708 ..... TIZD.ZI4S00 i. ns se 53.1 39.9 +7.0 
Totals, 1809 (100 companies) . 234,058,163 214,671,284 {19,386,879 —...... 21,969,162 716,831,969 —...... ~24,524,072 ~—........ 51.7 40.0 +8.3 
Totals, 1908 (117 companies) wate 221,253,760 215,949,628 ae 5) S/n ee 37,715,514 $15,609,257 $s. 127,410,389 ...... 57.4 40.1 2.5 
Totals, 1$07 (121 companies) a eas 217,278,1 J4 193,538,292 23,739, Co Eee -12,377,412 713, 600, ee) Skéeet (Sere 12,237,909 49.2 39.8 +11.0 
Totals, 1906 (123 companies) Berens 202,814,322 314,265,561 ...... 7111,451,239 12,138,776 t{—65, 204880 (tacaer eae 34 107. 83 114.9 40.1 —355.0 
Totals, 1905 (113 companies) ayes 191 229, 661 171,681,248 FIG BAB AIS © kkkcce 13 706, 438 13,513,451  ...... cc”) ) ee 51.6 38.1 +10.3 
Totals, 1904 (106 companies) arer 181,187,316 191,164,069 ....... 19,976,753 18,043,629 $4,495,345 ire ars 73,571,531 67.2 38.2 —d.4 
Totals, 1903 (107 companies ..... 171,622,404 155,366,952 116,255,452 ...... 4,072,754 19,485,977 710,842,229 Sia... 49.7 39.6 +10.7 
Totals, 1902 (107 companies) cee 155,257,275 150,568,073 74,689,202 lk cece 10, 569, 987 78, 724 "507 Read 76,534,682 ...... 56.0 41.0 +3.0 
Totals, 1901 (115 companies). . . . . 141,974,851 151,821,589  °...... 49,846,738 14654636 75798998 |... Ll, 991,100 66.6 40.2 68 

Totals, 1900 (124 companies)... . 133,424,848 140,411,087 Paes $6,986,239  13.927'553 +5,503679 ...... (LATOR ec 65.8 39.3 —5.1 
Totals, 1893 (126 companies)... .. 124,274,687 137,729,030 aaa ia $13,454,343 13,429,310 Lo oo re Ss 16,363,666 70.6 40.2 —10.8 

Totals, 1898 (127 companies)... .. 122,826,159 121 518, 181 FEQUESIS wc ccane 14,126,437 79,634,032 15,800,383 ...... 60.0 38.9 +1.1 

Aggregates, 22 yrs. (av. 108 companies) 5,507,159, 479 | 5 449 672,440 157,487,089 = ....... 344,904,658 /7218,041,628 7 271,325 T 184, | re §98.9 +1.1 
















* Many companics. transact Marine business, which is included herein. 
§$Ratio of losses an 1 expenses to premiums for 21 years. 
é Total amount; first year deducted from assets. 
y Re. Cross and United War Work contrivutions included. 


tion in security values, etc. 
ofices. $fTotals for years prior to 1909 are premiums earned. 


aggiegatea $72,569,778, with dividends an. remittances aggregating $7,364,898. 


embracing the most prominent institu- 
tions doing business in this country 


T Net. 


earned in the last twenty-two years there 


has been a net profit of but $57,487,039, 


or 1.1 per cent. In the same period the 
UNDERWRITING EARNINGS earnings from investments have been 


$57,487,039 


Underwriting profit, twenty-two years.. 
344,904,658 


Investment earnings, twenty-two years. 
Contributions of stockholders, ete., in 


sufficient to cover the dividend payments 
(and remittances to home offices of for- 


1906, including net receipts from for- : E i 
eign companies’ home offices.......-. 72,569,778 eign companies ), and to cont ribute $ $127,- 
Decreases in excess special deposits, etc. 271,325 
———— _ 000,000 toward the increase of $184,000,- 
MORE a. Sorc hgeiere poe care ano eae es $475,232,800 


Dividends paid, twenty-two-year period 
(not deducting contributions in 1906), 
including remittances to foreign com- 
panies’ home offices 
Net increase in surplus, 


$290,611,406 
184,621,394 


twenty-two yrs. 


reer ee ree Cree TLL $475,232,800 


Total 
The foregoing exhibit proves that the 
net underwriting gain of the eight years 
prior year 1906, the year of the 
and 


to the 
San F 
the thirteen years subsequent to it yielded 
i average yearly profit of about $8,000,- 
000, whereas the underwriting loss in 
1906 alone exceeded $111,000,000. 


great rancisco conflagration, 


an 


On the insurance transactions of 
average number of 108 companies, with 
ee a —_ » ae. iC re 
95,507,159,479 of ‘underwriting income, 


000 in net surplus, the dinnesas in spe- 
cial reserves, etc., accounting for the 
small difference after underwriting earn- 
ings are added. 

In the twenty-two-year period the di- 
vidends of American companies and the 
net remittances to home offices of for- 
eign companies aggregated $290,611,406, 
but the contributions made by stockhold- 
ers of American companies plus the re- 
ceipts from the home offices of foreign 
companies, in 1906, aggregated $72,560,- 
778, and reduced the dividend total to 
the net sum of $218,041,628. 

The vast hazards assumed by the fire 
insurance companies and inherent in the 
nature of their business should be given 
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t Interest ana other income from investments (less real estate expenses), plus appreciation or minus deprecia- 
§, The amounts for foreign companies in dividen:t column represent net remittances to or ( 
4 In 1906 contributions to surplus and receipts from home offices of foreign companies 


-) receipts from home 


thoughtful attention by every business 
man, and they are emphasized by the re- 
sults shown in the accompanying: table, 
which prove that the profit on insurance 
transactions in nearly a quarter of a 
century has been but a shade over one 
per cent of the turnover. These results 
have been accomplished by the largest 
companies under the most efficient man- 
agement, many of the smaller companies 
or those under less capable executives 
have fallen by the wayside during the 
period, while the companies tabulated 
are the’ leaders among those which have 
survived the perils attending the business. 

It will be observed that an amount 
equal to about forty per cent of the en- 
tire increase in surplus during the twenty- 
two-year period contributed by 
stockholders in a single year, and the bal- 
ance of that increase was drawn from 
income on investments. 

It is generally conceded that the fire 
insurance companies, in return for the 
assumption of huge risks, are entitled to 


Was 








Casualty, Surety, Etc. 








a fair profit upon their capital exposed 
to the hazards of the business. It is 
also most desirable that in behalf of the 
security afforded policyholders the insur- 
ance companies should steadily improve 
in financial strength, in order that they 
may be enabled to withstand any shock or 
strain to which they may be subjected. 
It is plain, therefore, that if fire insur- 
ance policies are always to be good for 
one hundred cents on the dollar, and if 
the necessary capital is to be encouraged 
to remain invested in the business, the 
latter must be so conducted as to yield 
fair net returns, both for distribution as 
dividends and for addition to surplus. 
The necessity for fire insurance pro- 
tection is accentuated by the fact that the 
companies recorded in this table have 
paid three and one-quarter billion dollars 
of losses during the past twenty-two 
years, while other companies have also 


paid huge sums for losses. What would, 


the situation have been without the in- 
demnity provided by the insurance com- 
panies? During the time named the net 
dividends and remittances have only 
amounted to $218,041,648—representing 
an average yearly amount which is very 
small compared with the tremendous 
risks assumed by the stockholders, and 
which have time and again been demon- 
strated to be actual, as well as potential. 
As a shining example the San Francisco 
conflagration wiped out $350,000,000 of 
property values. Nevertheless, it is ob- 
servable that the dividends were paid 
from the investment earnings of the com- 
panies, and that a considerable portion of 
such gains, as well as the underwriting 
profit, was added to surplus for the pro- 
tection of policyholders. 

In most lines of business the capital 
invested is reasonably safe, but in fire in- 
surance it is subject to total loss, at any 
time, within a few hours. It is, there- 
fore, obvious that capital placed at the 
risk of the fire insurance business.should 
be remunerated at least as well as capital 
in safer lines of business, particularly 
as other businesses are safeguarded by 
fire insurance investments. 

Property owners should always be wil- 
ling to co-operate with the fire underwrit- 
ers by paying adequate premiums for 
their insurance protection, and by using 
every means to eliminate preventable fires, 
as this tends to the maintenance of low 
premium rates. 
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CASUALTY ASSOCIATIONS CLOSE CONVENTION 


Latter Half of Four-Day Gathering at White Sulphur Springs Brings 
Forth Notable Addresses 


DR. CRANE OUTLINES TEN COMMANDMENTS OF SALESMANSHIP 


Charles H. Neely of the Ocean Accident and Guarantee Elected President of Inter- 
national Association of Underwriters—National Agents Elect as President 
C. H. Hood, also of the Ocean 


The Internationa! Association of Casualty 
and Surety Underwriters in convention last 
week at White Sulphur Springs, W. Va., 
elected Charles H. Neely of the Ocean Acci- 
dent and Guarantee to be its president for the 
year then beginning. Other officers elected 
were as follows: 

Vice-president, Charles S. Blake, Hartford Steam 
Boiler;  secretary-treasurer, I. Robertson Jones. 
Executive committee: Norman R. Moray, Hartford 
Accident and Indemnity, chairman; Arthur E. Childs, 
Columbian National Life; Manton Maverick, Conti- 
nental Casualty; Dr. Millbank Johnson, Pacific Mu- 
tual Life; William B. Joyce, National Surety, and 
the three officers of office. 

Committee on blanks: Benedict D. Flynn, Travel- 
ers, chairman; C. H. Remington, tna Company; 
George G. Moore, Royal Indemnity. Auditing com- 
mittee: D. G. Luckett, United States Casualty, chair- 
man; John M. Parker, Jr., Etna Life. 

Committee of four on co-operation with the agents’ 
association: Edson H. Lott, United States Casualty, 
chairman; F. Highlands Burns, Maryland Casualty; 
Charles H. Holland, Royal Indemnity; Robert J. 
Sullivan, Travelers. 

The National Association of Casualty and 
Surety Agents, also holding its annual con- 
vention at White Sulphur Springs, elected 
Charles H. Hood, Minneapolis, representative 
of the Ocean Accident and Guarantee, to be its 
president for 1920-21. Other officers elected 
were: 

Vice-presidents, W. G. Wilson of Cleveland, repre- 
senting the /Etna Companies; George A. Gilbert of 
Chicago, representing the Employers Liability, and 
Thomas E. Braniff of Oklahoma City, representing 
the Maryland Casualty and Fidelity and Deposit. 

Secretary, C. W. Olsen of Chicago, representing the 
London Guarantee and Accident. Chairman of 
executive committee, George D. Webb of Chicago, 
representing the London Guarantce and Accident and 
the Fidelity and Deposit. 

The feature of the evening’s entertainment 
at the banquet of the insurance men at White 
Sulphur Springs was an address by Dr. Frank 
Crane. Immediately after the serving of the 
coffee, Dr. Crane was introduced by Chair- 
man Childs and spoke on Ten Commandments 
of Salesmanship for over an hour. His re- 
marks were eagerly listened to by the ladies 
and gentlemen filling the banquet hall, and he 
was frequently applauded. The address of 
Dr. Crane is treated at length on another page 
of this issue of THE SPECTATOR. 

Dr. Crane was followed by M. B. Trezevant, 
manager of the insurance department of the 
Chamber of Commerce of the United States, 
who gave a short talk which he entitled “Gov- 
ernment by T. N. T.” In this talk, in which 
he spoke for himself rather than for the Cham- 
ber of Commerce, Mr, Trezevant delivered an 
invective against socialism and was critical of 
the Government’s open door policy to immi- 
grants which has allowed the country to become 
overrun with socialists and anarchists. 
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Freedom of the press and of speech in sofar 
as they allow the development of anarchy and 
belshevism, were heavily scored. Mr. Trex 
vant ended by urging the conventions “to gi) 
intelligent and effective aid in rectifying a con 
dition that can no longer be endured.” 


ForeIGN MANnaGer WAMSLEY ADDRESSES 
CONVENTION 

Mr. Richardson, manager of the General 
Accident, at the joint session on Thursday in- 
troduced A. W. Wamsley, accident manager 
at London of the Royal Exchange Assurance, 
who was requested by the president to step 
to the platform and address the convention. 
Mr. Wamsley is visiting the United States 
branch, and made the trip to White Sulphur 
Springs to meet some of the representative 
casualty men of the United States. He ex- 
plained that, while his company does not 
transact casualty insurance in the United 
States, he was interested in the proceedings of 
the American casualty men, and no doubt they 
would be interested to learn that the British 
Parliament has for sometime been considering 
the feasibility of State insurance for work- 
men’s compensation, adding: 


As you may know, all insurance is conducted 
in Great Britain by conferences or under 
tariffs, and this co-operation among the com- 
panies I believe to be one of the main reasons 
for the success of British insurance. All the 
principal companies in our country work to- 
gether for the good of the business. 

In considering State insurance, Parliament 
appointed a committee containing members of 
Parliament representing the workmen—the in- 
dustrial interest; representatives in Parliament 
of employers and also representatives of the 
Government. The accident insurance com- 
panies were given every opportunity to explain 
their attitude concerning workmen’s compen- 
sation before this committee. We even went 
to the trouble of bringing over a witness from 
the United States, and we found that Mr. Stone 
of Boston, who was this witness, gave valuable 
testimony in explaining the State Insurance 
Funds in this country. As a result of the con- 
ference and investigations by the Parliamentary 
committee, it was decided that we do not want 
anything to do with State insurance. It is un- 
derstood that Parliament has not yet approved 
the report of the committee, but that it will in 
all likelihood do so. The report of this im- 
portant body of Parliamentary investigators 
was that they do not recommend the Govern- 
ment to form a State Insurance Fund and that 
they are satisfied with the existing service 0! 
insurance companies in giving workmen’s com- 
pensation. The Accident Offices Association 
has been recognized by the committee as the 
authority on insurance and the Government 
will look to that association for guidance 1 
the conduct of workmen’s compensation. 


C. Enwin MicHaev’s ApprESss 
C. Edwin Michael, president of the Virginia 
Bridge & Tron Company’ was invited to tell 
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why employers rejected the monopolistic State 


fund for workmen’s compensation insurance, 
which was proposed in the State of Virginia 
last season. 

\Ir. Michael was in close touch with the mat- 
ter and the conclusions which he reached were 
interesting indeed to his listeners, who are 
vitally concerned with the success or failure 
of such a measure. His first reason for the 
opposition is concisely expressed as follows: 


A recent proclamation of the Russian Socialist 
Soviet Republic reads as follows: 

“Work is a social obligation; the State has the 
right to oblige the citizen to work, and even assign 
him work he must do, and to punish him if he does 
not obey.” 

| ask you what is the difference between this so- 
cislistic order than one which might emanate from 
his or any other State reading as follows: 

“The State has the right to oblige the citizen to in- 
sure in a State Fund, and even assign him the rate 
must pay, and to punish him if he does not obey.” 


Mr. Michael proceeds to enumerate many 
other reasons. The first of these was that em- 
ployers and citizens alike were opposed to the 
State entering any form of business in com- 
petition with private individuals. The em- 
ployers of the State believed that they should 
have the right to freedom in the matter of pro- 
tecting their liability, in other words, the work 
of the State ended in seeing to it that such 
liability was protected. 

\nother feature which disturbed the minds 
of employers was the clause which provided 
that the fund be run at “the lowest possible 
cost.” This rather dubious promise was 
backed by the statement of supporters that such 
a fund would save $1,500,000 to the employers. 
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When the statement was analyzed it was found 
that the total premiums paid were not likely 
to greatly exceed that amount, so that it was 
doubtful if such a sum could be saved without 
going to the State treasury to help with the 
costs. Mr. Michael said such had been the 
case in Ohio. 

This lowest possible cost feature, said Mr. 
Michael, also provided a sinking fund of $100,- 
ooo. This, as all insurance men must know, 
and as the Virginia employers soon discovered, 
was a stm entirely inadequate to provide 
against a catastrophe. Naturally they did not 
look with favor upon that portion of the law. 

In regard to monopolistic tendencies, Mr. 
Michael believed that it would eventually be- 
come such; he quoted the well-known resolu- 
tion of the National Convention of Insurance 
Commissioners as an intelligent opinion. 

It further appeared to Mr. Michael and his 
associates that the solvency of the fund was 
not guaranteed by the State and that the 
workers would suffer in case of mismanage- 
ment. Employers were impressed by the state- 
ment of the small proportion of premiums re- 
ceived by State funds where they are estab- 
lished as optional. He concluded that employers 
would continue to look to the companies for 
insurance so long as they performed their 
services legitimately and without excessive 
rates. 

\W. R. ScHNEIDER ON STATE FuNDS 

A law similar to that proposed in Virginia 
was sponsored in Missouri by organized labor 
in that State. W. R. Schneider, counsel of the 
Associated Industries of Missouri, brought out 
the, reasons for the rejection by the employers 
of Missouri of a monopolistic State fund in 
that State. 

As in Virginia, so in Missouri, the em- 
ployers looked upon the law as socialistic in its 
tendencies and were inclined not to favor it 
for that reason. However, the Associated In- 
dustries of Missouri decided to inquire into the 
subject economically. Mr. Schneider said that 
it required no more than a prefunctory in- 
vestigation to convince them that in the State 
of Washington at least, the law was very un- 
satisfactory in its results. 

The workings of the Ohio law were thor- 
oughly investigated by the association and Mr. 
Schneider brought out several points in the 
administration of that law which finally per- 
suaded the association to effect the rejection of 
the proposed Missouri law. 

One of the principal causes of compensation 
laws, Mr. Schneider said, is compensation at 
the time when the workman is disabled and 
needs it. It was found that: 

The avérage period of disability of employees was 
seven weeks. The average time elapsing before the re- 
cenpt of the first compensation payment from the State 
Fund was ten weeks. Seventy-three per cent of the 
employees received no compensation until after they 
were able to go back to work, and forty-four per cent 
of the injured employees were paid in lump-sum pay- 
ments after their disability had ended. 

In so far as these replies may be considered typical 
of the general situation it appears that the operation 
of the monopolistic State Fund deprives the injured 
employees of the very benefits which the workmen’s 
compensation law was intended to provide. 


It was further found that the rates were in- 
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creased in proportion to the wage scale rather 
than by experience and that they were becom- 
ing prohibitive in many cases. Mr. Schneider 
cited such a case. He expressed the same fear 
of the catastrophe hazard as did Mr. Michael. 

His conclusion was as follows: 

It is our belief and observation that monopolistic 
State Fund insurance is Wrong in theory and ineffi- 
cient in practice. It is not a proper governmental 
activity. It destroys a large legitimate private busi- 
ness upon which many people in every State are de- 
pendent, and the common good is not thereby com- 
mensurately increased. It is fraught with dangerous 
tendencies and possibilities. It is contrary to those 
fundamental American principles of government under 
which this nation has grown great and prosperous, 
principles which we should ever strive to maintain for 
ourselves and our posterity. 

T. F. Daty on TAxaTIon 

Thomas F, Daly of Denver, speaking before 
the National Association, advocated a tax- 
payers’ league as the medium through which 
those who bear the burdens may have a voice 
in determining how those burdens shall be 
assessed. Mr. Daly said in part: 

United States Senator Charles Spalding Thomas 
two years ago suggested the necessity for taxpayers 
interesting themselves in politics, with the idea that 
the taxpayer, being more interested in the soundness 
of government, would have a better knowledge of 
how to apply economic theories in taxable procedure. 

It is a recognized factor in economic and _ social 
progress that the distribution of taxes among the 
greatest number is the soundest principle of securing 
Government revenue. We have then to view the 
apportionment of taxes from several standpoints—one 
from assessing the interest created because of the 
distribution and sale of property and commodities; 
another from taxable property, consisting of real 
estate or other holdings; still another from services 
performed for society. 

The justification for taxing certain business opera- 
tions and classified occupations must be founded upon 
good, substantial economic and social experience; for 
a man should never be taxed on his property or occu- 
pation beyond his ability to pay under a fair deter- 
mination of values, or you destroy either the man 
himself or his trade. 

If you tax individual effort under personal service 
classification beyond its carrying power, you reduce 
the service and destroy the initiative of the individual. 
This process carried to any great extent interferes 
seriously with the morale of a nation, giving it a 
growing tendency toward communism, Bolshevism, and 
other “isms.” 

Where war emergencies may justify the extra taxa- 
tion of those who profit by the misfortune of the 
whole nation, a tax to be equitable must be in like 
proportion to all. Undue tax upon profiteers partakes 
largely of the nature of a penalty, and is designed 
to suppress a dangerous public evil. We do not think 
that any of these charges can be maintained against 
the insurance agent, particularly where commissions 
upon the transactions completed by him are the only 
source of revenue, and when his income is the result 
of his own personal effort, and not seriously disturbed 
by the speculative influences of* war inflation or ab- 
normal price conditions. 

Undoubtedly the taxpayers’ interest is paramount 
in the affairs of the nation, and is certainly the 
stabilizing influence in taxation and government gen- 
erally—when active. My impression is that the time 
is with us for a movement on behalf of the taxpayers 
of the nation, which should be organized throughout 
the United States under the title of the Taxpayers’ 
League. I am thoroughly convinced that the tax- 
payers can maintain such an organization, and, in 
conjunction with the Chamber of Commerce of the 
United States, furnish figures and statistical reports 
which would be of inestimable benefit to the gov- 
ernmental authority to which is delegated the tasks of 
framing and enforcing the laws governing taxation, 
as well as the estimation and analysis of the practical 
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operation of various methods of taxation upon public 
business. 

Members of all political parties are willing to agree 
that there is need of immediate change in the methods 
of running the nation’s business. But how can we 
assure ourselves that the promises made by the dif- 
ferent parties will be held as definite pledges after 
election day? There seems to me no other remedy 
than for each and every taxpayer to assume that he is 
and must remain an active partner in the nation’s 
business, that it is his business. 

Party slogans and catch phrases are invented to 
hypnotize the average’ citizen into “thinking he is 
thinking,” while loyalty, one of man's greatest vir- 
tues, is played upon and prostituted into blind 
obedience to a political machine. When good citizens 
give and demand loyalty to principles, instead of to 
parties, the issues will rapidly clarify, and the exist- 
ing parties, in order to survive, will once more em- 
body principles in their platforms. 

Russia, the most ignorant, superstitious and illiterate 
nation of Europe, furnishes the best evidence of how 
propaganda flourishes in the hot-bed of political dis- 
content and what it will do for a nation when 
wrongly directed. How much more effective would 
be a propaganda by intelligent taxpayers? 

Adverse propaganda, however, must not be con- 
sidered as a foreign importation. Criticism of and 
propaganda against democratic governments are more 
often the results of political abuse than from any 
other cause. Inequitable laws, unjust discrimination, 
excessive taxation, all these inevitably inspire discon- 
tent, which frequently leads to revolt. And while 
revolt may be wrong-headed it is never causeless, anc 
can usually be traced to the maladministration of pos- 
sibly just laws. 

Thus the problem of just taxation and the less 
considered but equally vital question of expenditures 
made by the Government of funds so acquired, are, 
or should be, uppermost in the minds of the taxpayers 
to-day. 

A nation, like an army, is actually only as strong 
as its rank and file, and upon the “private”? in the 
army of taxpayers rests the fate of the nation. Any 
man who merely pays his taxes and does not think or 
act for his country is like a slacker in uniform who 
will not fire his gun nor use his bayonet. 

I ask you, finally, how can anyone expect a govern- 
ment which theoretically represents each and all of 
us to be wise, economical and just in the aggregate. 
if each and every one of us does not add his quota 
to the sum total of those qualities? When we blame 
the Government, let us pause long enough to realize 
that it is ourselves we are condemning. 

G. A. Girpert oN GENERAL AGENCIES 

In his address on “Status and Functions of 
The General Agency System” George A. Gil- 
bert defined the system as: 

That by which a company acquires its busi- 
ness and renders important service to its 
assured through general agents to whom on 
wholly a commission basis are assigned terri- 


tories for their care and development. 
This system is entitled to recognition trom 


point of seniority and may with some pro- 
priety be termed the “American system.” 

For the general agency system Mr. Gilbert 
claims the generaleagent is usually a man of 
standing in the territory assigned to him, 
such standing is a present help in the estab- 
lishment of his company in that territory. 
Such effect is amplified as year after year he 
actively continues its representation. 

As proving the economy of the system Mr. 
Gilbert gave figures showing the lower expense 
ratio of a large company operating wholly 
through general agents than that of five lead- 
ing competitors operating wholly or in part on 
other systems. He also - presented figures 


showing the productivity of the general agency 
system, 





The general agent is a:strong factor in re- 
taining business on the books, as he has a 
personal interest in every dollar of premiums. 
It is to his interest that his agents and brokers 
be informed. By personal service he saves 
many a situation. He added: 


Continuing from year to year with a given 
company the general agent becomes an actual 
part of it and as his volume increases his use- 
tulness to his company grows. It is the aspira- 
tion for higher attainment that makes a man 
grow. — 

However, the general agent owes to his com- 
pany not only his best efforts during his years 
of capability, not only the establishment and 
maintenance of an office organization that dur- 
ing such period will help him produce highly 
satisfactory results, but such an organization 
as in the event of his incapacity or death will 
perpetuate the business with similar satisfac- 
tion to the company, thereby affording it a 
continuity so far as may be of the benefit it 
has enjoyed through his connection with it. 


Frep L. Gray’s SUGGESTIONS 

Fred L. Gray of Minneapolis presented with 
unusual cogency and effect the case for an 
active unrelenting campaign against mutuals 
and reciprocals. At the beginning of his re- 
marks he drew attention to the outstanding 
characteristic of the competition to be con- 
tended with, saying: 

In the industrial world an article of merchandise 
whose material and workmanship stamp it as cheap 
sells almost exclusively to a cheap trade; those who 
produce such an article make little or no effort to 
convince a better class of trade of the great intrinsic 
value of what they have to offer. The $500 automo- 
bile sells in competition with its $5000 rival because 
vast numbers of people can afford only a $500 car. 
Likewise with the $1 watch, the $3 shoe and the 5-cent 
cigar. These things are cheap, their makers feature 
their cheapness, and people buy them solely because 
they are cheap. 

But cheap compensation insurance presumes to play 
a far more ambitious role. It lays claim to being as 
good as the best. It aspires to the widest markets. 
It seems to interest the largest and most discriminating 
buyers, as well as those with whom price means every- 
thing. Those who handle such insurance simply can- 
not afford to admit that it is in any respect inferior 
to the very best insurance, for all true insurance, like 
Caesar’s wife, must be above suspicion. And right 
here comes the rub; here arises the condition which 
puts this competition in a class apart and makes it 
so extremely irritating. Being unable to capture even 
a fraction of the business unless by some process they 
undersell the stock companies, and, not daring to 
acknowledge that their ability to undersell them is 
due solely to the inferiority of what they have to sell, 
the mutuals and reciprocals seize on the plausible- 
sounding pretext that the higher-priced thing with 
which they compete is over-priced. The result is we 
are confronted by an organized and extremely vicious 
propaganda whose purpose is to convince the public 
that compensation insurance, as sold by the stock 
companies, reeks with waste and extravagance, and 
that the profit derived therefrom is highly excessive. 
The “‘insurance-at-cost” gentry even go so far as to 
claim that their system is the ideal one, that it is the 
plan par excellence, that it actually meets the require- 
ments of employers, both big and little, better than 
any other. And in order to justify the sale of such 
a good thing at a bargain price, they affect to believe 
that the stock company’s price is exorbitant. Either 
openly or by plain implication they charge us with 
having foisted on a gullible public an elaborate and 
needlessly expensive scheme whose chief function is 
to provide fat incomes for an army of supernumera- 
ries, middlemen and hangers-on and abnormal profits 
for its financial backers. It is as if Henry Ford were 
to start a campaign among the owners of Pierce- 
Arrow, Packard and other high-grade cars, claiming 
that they have heen victimized—that his “Tizzie’? is 
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the last word in automobile construction, and_ that 
the only reason competing cars sell for more money 
is because their prices are loaded with a needless 
amount of production, distribution and overhead ex- 
pense and an unconscionable profit for the makers. 

As evidence that he was not over-stating the 
case Mr. Gray gave three typical examples of 
the propaganda now being put out by the co- 
operative carriers to discredit the stock com- 
pany system and thereby justify their own. A 
circular letter was recently mailed by a Mid- 
West casualty mutual to the residence ad- 
dresses of thousands of Minnesota business 
men, captioned “Some of the reasons for the 
high cost of insurance in profit-objective com- 
panies—where over thirty per cent to fifty per 
cent of the entire premium paid is used in com- 
missions and other expense.” Below this 
caption was in caricature a procession of 
figures supposed to represent stock casualty 
insurance men, first a silk-hatted, white-vested, 
frock-coated individual, with spats, watchfob 
and side whiskers to match, his hands thrust 
in his pockets. and in his mouth a big black 
cigar. Resembling the type which forty years 
ago might has passed either for a race track 
magnate or a United States Senator, he was 
labeled “Company Official.” Then followed in 
succession four crude caricatures labeled re- 
spectively “General Agent,” “State Agent.” 
“Local Agent,” and “Broker or Solicitor.” In 
one particular at least the hack cartoonist who 
conceived this brilliant idea drew true to life. 
for the only figure in the group that appeared 
really opulent and carefree was that of the 
“Company Official;’ the others, as could 
plainly be seen from their expression, attitude 
and garb, all worked for a living! Mr. Gras 
continued. 

The text of the letter which follows. this rogues’ 
gallery explains how the mutual plan eliminates 3! 
such greedy parasites, one paragraph summing. th: 
whole matter up in the following terse and con 
vincing fashion: 

“Consider the value of your time that is wasted by 
the average solicitor of the profit objective insurance 
companies, who often knows less of the subject than 
yourself,” 

Another paragraph confirms what I just said about 
how impossible it is for the mutuals to concede that 
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their goods are cheap in any sense except price. It 
haughtily reminds prospective customers that “those 
who are not looking for “‘cheap insurance,” but who 
desire only reliable, sound indemnity, with prompt, 
satisfactory claim adjustments, appreciate the saving 
value of this ‘company to policyholder’ plan.’”? And 
here is another gem: “These businesslike methods 
(those of this mutual concern) are founded on reason 
and common sense, and mean an economy.” Precisely, 
yet the company which sent this circular 
throughout Minnesota, and probably other States, had 
an expense ratio on its 
year of 27.7 per cent! 
And here is a flaming announcement from another 
casualty mutual which, with a perfectly straight face, 
informs the public that ‘£59.9 per cent of the compen- 
sation premiums of the stock casualty companies go 
to pay overhead expenses, commissions and _ profits.” 
This remarkable catalogue of the virtues of mutual 
insurance contains no less than nine other absolute 
misstatements of fact, yet it goes to the public bearing 
the names of some of the most reputable business men 
of St. Paul, Minneapolis and Duluth, men who have 
been induced to act as “directors” of the company, 
and thus, unwittingly no doubt, to become sponsors 
for the mendacious mouthings of its promoters.  Fur- 
thermore, on the back of the document, like so many 
names of the seven largest 


broadcast 


compensation business last 


endorsers, appear the 
banks of those cities, all shown as 
no doubt as ignorant as the directors of how they are 
being used to mislead employers of labor. This par- 
ticular mutual, by the way, has started its beneficent 
career as a dispenser of compensation insurance “‘at 
cost” by incurring a total expense of 36 per cent—25 
per cent for its manager, 6 per cent for partial rein- 
surance of the catastrophe hazard and 5 per cent for 
an indemnity bond purporting to protect its policy- 
holders against assessment! 


“references’’—all 


Mr. Gray thus showed that in order to 
fortify their contention of “just as good for 
less money” the mutuals and reciprocals are 
literally compelled to carry on a campaign of 
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Misrepresentation, and two-fold misrepresen- 
tation at that. They misrepresent their own 
goods, claiming they are worth as much as 
stock company goods; they misrepresent 
the latter; claiming they are worth much less 
than is charged for them. This condition, said 
Mr. Gray, should be faced squarely, for it is 
one with which the stock companies will have 
to reckon just so long as co-operative institu- 
tions are permitted by law to transact the busi- 
ness of workmen’s compensation insurance. 
In his judgment, he added, no modification of 
the stock company plan will lessen the virulence 
of this competition, hence all energies should 
be directed toward showing the insuring public 
the fundamental difference between the two 
systems—and their consequent wide difference 
in value—rather than toward devising schemes 
whose only effect can be to make that differ- 
ence less conspicuous. He continued: 


I, for belicve we have been altogether too 
patient in this 
mealy-mouthed about calling ‘‘a spade a spade.” Either 
from that cause or from sheer indifference born of 
overconfidence we have co-operative 
competitors to mislead large numbers of employers and 
thereby capture 20 per cent of the business. We 
have seemed to think that because the facts, the logic 
and the right are on our side nothing serious could 
befall the business, apparently forgetting that facts, 
logic and right sometimes suffer a protracted setback 
intelligently vigorously mar- 
shalled—apparently forgetting, too, that while truth 
crushed to earth will eventuaily rise again, the day 
when it once more struggles to its feet is sometimes 
long deferred, purely by reason of the apathy of its 
friends and the organized activity of its enemies. 


one, 


whole matter. \We have been too 


permitted our 


if they are not and 


I feel very keenly that we should inaugurate a 
strong offensive movement against this species of 


I believe, in fact, we should have forced 
from the outset, instead of permitting 
ourselves to be into what looks almost 
like a defensive position. I don’t like the note of 
uncertainty, which seems to be sounded in the ques- 
tion: ‘How shall the stock insurance companies meet 
and treat mutual and reciprocal competition for work- 
To this question as 
“Don’t 
If the true facts are 


competition. 
the fighting 
maneuvered 


men’s compensation business?” 
believe the 
as ‘competition’ at all. 
disclosed—if the insuring public is properly educated 

such ‘competition’ will fall of its own weight.” Per- 
sonally, I would rather have seen the question put 
this way: ‘‘How shall all employers of labor (not 80 
per cent of them) be made to realize the fallacy of 
mutual or reciprocal insurance as applied to the work- 


framed I 
treat it 


only proper reply is: 


men’s compensation risk?” 


Pointing out that workmen's compensation 
insurance is essentially a fiduciary obligation, 
seeing that on it often depends the livelihood 
of the maimed, the widowed and the orphaned 
through many dreary years to come, Mr. Gray 
urged that it is not an undertaking which in 
any circumstances or under any conditions 
should be entrusted to institutions that lack 


ample capital investment. To this he added 


the following warning: 

It has been freely predicted that during the coming 
three years this country will witness a larger number 
of business .failures than in any like period in the 
past. If this fear proves well founded, then thousands 
upon thousands of victims of industrial accidents and 
their dependents must rely solely on solvent casualty 
insurance companies for their compensation benefits. 
On the other hand, not a few casualty mutuals and 
reciprocals will in all probability give up the ghost 
during the same period, and as a result many solvent 
employers insured therein will be unexpectedly brought 
face to face with their primary liability under the 
law and suddenly compelled to take over the unfulfilled 
obligations of their defunct insurance carriers. Thus 


9 





both employer and employeé should to-day be niore 
vitally interested in this insurance question than ever 
before; thus the stock companies should feature mdre 
strongly than ever the fact that they, and they alone, 
are in position to furnish absolute protection. Let us 
take the high and solid ground that these serious, long- 
continuing liabilities should never be farmed out to 
other than strongly financed insurance institutions, in- 
stitutions that are founded on something vastly more 
substantial than printers’ ink, power and the 
right to levy assessments. And let us also repudiate 
with all possible force the absurd claim that in com- 
pensation insurance, whose administrative features are 
so varied and so complex, employers of labor can be 
as well served under a “mail-order” plan as under one 
that calls for close personal supervision of local in- 
surance dealers who know the employer’s needs and 
rights, the needs and rights of his workmen, and the 
needs and rights of the insurance carrier—dealers 
who have a direct financial incentive in seeing that the 
interests of all three parties are fully protected. 


lung 


Let us also emphasize the strong resemblance that 
clearly exists between the principles of socialism and 
those which underlie co-operative compensation insur- 


ance. “No profits to stockholders, no commissions to 
agents, hence insurance at cost” is essentially a 


socialistic formula, and particularly so when we con- 
sider the manner in which it is commonly applied by 
the casualty mutuals and reciprocals, many of whom 
attack the “‘capitalistic system,” as exemplified by the 
stock companies, with scarcely less venom than an out 
and out socialist would display. They lampoon alike 
those whose money investment makes stock insurance 
sure and those whose personal toil makes it service- 
able, much as if both were enemies of society. If the 
slogan ‘“‘No profits to your stockholders, abolish your 
salesmen, sell your goods at cost’’ were directed at any 
other business how long do you think those engaged 
therein would refrain from labelling it as socialistic ? 
Is there anything so remarkably peculiar about this 
legitimate enterprise of ours that we alone should 
hesitate to call things by their right names? In times 
like these, when the whole business world is alarmed 
over the socialistic trend, is it not a duty we owe 
society as well as ourselves to bring this phase of the 
case to the serious attention of employers of labor? 

I, for one, believe that our course is perfectly clear, 
and that all that is needed is straight steering. After 
all is said and done, the fact remains that we are 
selling a sterling article at a fair price, while our com- 
petitors, either by means of cut rates or dividend 
drawbacks, or both, are everywhere offering a de- 
cidedly inferior substitute at a lower price. Surely 
this in itself is nothing new to the business world, and 
at all events we have a tremendous advantage over 
our adversaries in that the vast majority of employers 
of labor are both intelligent and shrewd; an almost 
negligible proportion of them will knowingly buy 
speculative insurance merely because of its presumed 
The fact that 20 per cent of the competitive 
compensation business of the country is to-day going 
to the mutuals and reciprocals reflects far more on 
our salesmanship than on the sagacity of employers. -I 
hold there is absolutely no excuse for a strong, well- 
equipped, well-conducted stock company to lose a com- 
pensation customer to ‘the mutuals—a customer who 
thinks with his head—provided the agent or broker 
representing such company is fully acquainted with 
the relative merits of the two plans, provided he is 
capable of presenting his case in intelligent fashion 
and provided he presents it in time. 


low cost. 


Let us, I urge, center on the big outstanding features 
of the case. Let us not hesitate to proclaim from the 
house tops the utter unsuitability of co-operative in- 
surance of any and every kind for the workmen’s com- 
pensation obligation, notwithstanding that the law has 
given it the color of legitimacy.” Is it anything new 
for legislatures to legalize schemes which the common 
sense of the business community afterwards rejects? 

Let us not fail to make the issue of corporate vs. 
co-operative insurance of workmen’s compensation a 
clean-cut one in all sections of the country and with 
respect to every mutual or reciprocal carrier without 
exception which essays that weighty undertaking; 
that some of them may be more ladylike in their de- 
portment than others, that some of them may be pur- 
suing a slightly saner course -in one State than in an- 
other in no way alters the fundamentals of the case. 
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A Striking Statement of Progressiveness 
27th Semi-Annual Statement as of June 30th, 1920 


MISSOURI STATE LIFE INSURANCE CO. 


HOME OFFICE, ST. LOUIS 
M. E. SINGLETON, President 





Insurance fn Force June 30th, 1920— $260,939,982.00 





Admitted Assets 

First Mortgage Loans on Real Estate $17,713,663.68 

ee ee 445,284.10 
Home Office Building, etc. 

Loans to Policyholders on Company’s 

RY Seren eee 


Amount of loan does not exceed 
the reserve held by the Company. 


United States Government Bonds. . . 
Municipal Bonds.................. 
Premium Notes on Policies in Force. . 
Cash in Home Office and Banks (in- 


3,629,958.79 


1,868,016.50 
170,880.00 
265,117.59 





cluding deposits drawing interest) . . 776,841.37 
Accrued Interest on Investments... . 536,625.61 
Outstanding and Deferred Premiums. 547,812.98 
Due from Other Companies on Claims 

ea eee eee 19,199.00 

$25,973,399.62 





Liabilities and Surplus Funds 


Se a er re $21 ,629,778.52 
Policy Claims in Process of Adjust- 


ment, Not Due................. 171,692.45 
Premiums and Interest Paid in Ad- 

I is os oe Sue bree ed eee 138,762.28 
Dividends Left on Deposit with Com- 

No ace aaa an Dane ee ne 329,570.28 


and accrued interest thereon. 
Reserved for Taxes Payable in 1920-21 
All Other Liabilities................ 
Including unpaid bills and ac- 
crued medical fees. 
Total Liabilities............... $22,844,693.01 
Excess Guarantee Fund to Protect 
Policyholders, Including Dividends 
provisionally apportioned and set 
aside, Unassigned Surplus and Cap- 
ital Stock of $1,000,000.......... 


160,712.00 
414,177.48 





3, 128,706.61 





$25,973 ,399.62 





Comparative Statement Showing Yearly Growth of Company 


Admitted Assets 
Dec. 31, 1916 
$14, 142,052.49 


Dec. 31, 1917 
$17,025,067.71 
Dec. 31, 1918 


$19,895,653.58 


Dec. 31, 1919 


$23,096,073.03 


June 30, 1920 


$25 ,973,399.62 





Insurance in Force Paid-for Basis 
Dec. 31, 1916 
$129, 199,279.00 
Dec. 31, 1917 
$156,948,542.00 
Dec. 31, 1918 


$176,746,636.00. 


Dec. 31, 1919 


$219,415,635.00 


June 30, 1920 


$260,939,982.00 





Over $41,000,000 Gain in Insurancein Force in First Six Months of 1920 
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DR. CRANE ON SELLING 





His Address to Casualty Men at White 
Sulphur Springs an Outstanding 
Feature 


TEN COMMANDMENTS FOR SALESMEN 


Suggestions and Advice of Sound Value 
and Pithily Put 

Dr. Frank Crane of New York, with whose 

pithy and common-sense writings many are 

following the banquet on 

Dr. Crane’s talk was filled 

to overflowing with excellent advice and sug- 


familiar, spoke 


Thursday evening. 


eestions to salesmen; and he stated that every- 
body is a salesman in one way or another. He 
approached his subject from the viewpoint of 
the buyer, and told how he had been inveigled 
into buying much junk that he did not want, 
just because somebody knew how to sell it to 
lim. He proceeded to give his ideas as t 
qualifications of a seller from the standpoint 
of the buyer. First he set forth, in brief, the 
elements of salesmanship, which may be styled 
the Ten Commandments of Salesmanship, as 
follows: 

Be Agreeable. 

Know Your Business. 


3. Tell the Truth. 
4. Don’t Argue. 
5. Make it Plain. 


6. Remember Names and Faces. 


7. Be Dependable. 
8. Don’t be Egotistic. 
9. Think Success. 


10. Be Human. 


Bre AGREEABLE 
In emphasizing as the very 
greatest of the facts that the salesman ought 
to learn, that agreeableness is worth money, 
Dr. Crane said, “courtesy, politeness and ac- 
commodation cost nothing, but you can sell 
them.” He advised against laying it on too 
thick, but counselled patience in dealing with 
customers, telling the salesman that, “anyhow, 
you only have to work eight hours a day with 
us, and then you can go home and abuse your 
family and enjoy yourself.” 


first and the 


Know Your BuSINEss 
Upon the necessity of knowing your business, 
Dr. Crane advised the coffee salesman to know 
all about coffee, from the time it is planted to 
the time it is consumed, and went on: 


So if you are selling automobiles know all 
the automobiles in existence, here and abroad, 
and all about gas engines generally, and the 
petroleum industry, and the motor trusts, the 
cost of leather, and tires, and rubber, and ma- 
chinery, and everything else. 

You can do all this in your spare time, while 
the other salesmen are busy at pinochle. Con- 
sult the encyclopedia, and the trade papers, and 
the public library. Because you should be able 
to tell me at once anything I want to know, 
should I happen to ask you. 

It is amazing what you can do with your 
spare time, and what your spare time can do 
for you. Almost all of you waste enough hours 
in four years to give you what might be the 
equivalent of a college education. 

Continuing, Dr: Crane stated that it ts what 


is in your brain that is your best capital, and 
that no man is worth much more than $1.50 a 
day from his chin down. From the chin up 
He then told of a young man 


who utilized his spare time in learning Spanish, 


is what counts. 


and thus secured promotion from a $2000 a 
year job in New York to the management of a 
South American branch at $15,000 per year. 


TELL THE TRUTH 

As to the third commandment, Dr. Crane 
asserted that “human society is so organized 
that the truth has an enormous advantage,” 
and that “every lie is a gamble, and gambling 
He further said: 
Be thoroughly honest. Don’t sell me any- 
thing unless you sincerely believe that I need 
t! | more than I need the money it costs. 


is poor business.” 





y you earn your own self-respect. 
me to regard yourself as a_ useful 
ervant of society, as an agent of the common 
cood, and not as more or less of a grafter. 
\nd you may rest assured that any benefit you 
I rice of your self-respect is sure 












Don’t ARGUE 


on of suggestion is worth a ton of 


\n ounce 
argument,” so Dr. Crane advocates the use of 
suggestion in selling, rather than argument. 
In doing this the seller gets the buyer to ar- 
rive at his own conclusion; when the seller 
argues the matter, it means that he forces the 
buyer to reach the seller’s conclusion, whereas, 
what the seller really wants to do is to make 
his conclusion the buyer’s, but to lead him to it, 
letting the buyer’s mind “amble along its own 
gait.” Dr. Crane further said: 

I have known few men to be convinced by 
ment. And no women, 
When you argue with me, and beat me down 
by your facts and figures and logic, and I think 
it over, and unless I can arrive at the same 
conviction myself, by my own processes of 
thought, I don’t stick. I come loose the next 
day. But when you are skillful enough to sug- 
vest and induce me to persuade myself, then 
when you put your blank before me and hand 
your fountain pen and say “Sign here’— 
And that’s what you want. 








Make It PLAIN 

Dr. Crane placed much emphasis upon his 
advice to “Make It Plain.” He enumerated 
many classes of citizens to whom the advice 
would properly apply, and continued: 

Don’t use technical terms that are unfamiliar. 
Don’t use any word unless you are sure I un- 
derstand it. For what I do not comprehend, 
what seems misty, I make plain in my own way, 
to myself, and usually get it wrong. 

If I ask you what’s the matter with my motor 
car, don’t tell me that the carburetor has got 
tangled up with the differential and the timing 
chain has circumnavigated the pet-cock, and 
it will be $27.50. ° All I understand is the last 
word. Speak to me in words of one syllable, 
for I, the buyer, am lowly and simple, and if 
I don’t catch your meaning I think you are 
trying to cheat me. 


REMEMBER NAMES AND FACES 

The importance of remembering a man’s 
name was accentuated by Dr. Crane, who dwelt 
upon the feeling most men possess that, while 
other men’s names might be forgotten, his 
should be remembered. As to this he said: 

My name is Crane. Don’t call me Greene, 
or Clay, or Graham. Don’t call me John, my 
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name is Frank. It should not make any dif- 
terence to me, but it does. I think I am some- 
body. Most of the time I am thinking about 
myself. To me I am the most important per- 
son in the universe. I can laugh when you 
don’t remember the name of the President, or 
the heavy-weight champion, or when you call 
Mr. Rockefeller John L., instead of John D., 
but when you get my name wrong, it wounds 
me deeply. I may not seem to care, but I do. 

Dr. Crane stated that the faculty of remem- 
bering names and faces is-not difficult, but only 
requires practice and system, and he advises 
the keeping of a little-book in which the names 
and identifying features of people met should 
be noted for study and reference. Further, 
he said: 

Don't be afraid of flattering me. Bless your 
soul! Every living man loves flattery as a 
monkey loves sugar, and if one says he does 
not, you can flatter him by telling him he cannot 
be tlattered. 

Be DEPENDABLE 

Under this heading, Dr. Crane told of the 
importance of keeping your word, even in little 
matters. “If you say you will be at my office 
Friday the thirteenth at 10 A. M., be there on 
that date at 9:45 A. M. I like you when you 
wait for me, and I hate you when I have to 
wait for you, and what you need in this busi- 
ness is for me to like you.” He related an 
anecdote about a Swede who paid him six dol- 
lars, and tramped for nine miles through a 
flood, when the street cars were not running, 
in order to pay the sum at the agreed time. 
Continuing, he said: 

There is no part of your personal assets 
more valuable than to be known as a man 
whose slightest word is as good as his bond. 
It is the people who are punctilious about keep- 
ing their word who naturally gravitate to posi- 
tions of trust. Lying, or forgetting, is ex- 
pensive, even for a politician. 


Don’t Be Ecoristic 

This is Dr. Crane’s advice to the seller. As 
to the buyer, he says: 

Turn the spotlight on me. I’m it. Talk about 
me, not yourself. The fisherman does not bait 
lis hook to please his own taste in worms; he 
seeks to please the fish. 

Hence, swallow your vanity. It drives me 
out of your store. Don’t be haughty, chesty, 
pesitive, touchy, intolerant or indifferent. Just 
he natural and bow at my shrine. 

There is an adage in certain department 
stores that “the buyer is always right,” and it 
is along this line that Dr. Crane tenders his 
advice to the seller. In the salesman’s relation 
to his employer, his advice is “Don’t let your 
egotism cloud your loyalty. Stand up for the 
house. Let the good name of the concern be 
to you as the apple of your eye. That never 
fails to make a good impression on me.” 


THINK SUCCEss 

Banish foolish premonitions—a destructive 
thought is more harmful than your worst 
enemy, was the substance of Dr. Crane’s sug- 
gestion under the heading “Think Success.” 
Among other things he said in this connection 
were: 

Speaking of enemies, don’t have them. Let 
the other fellow stew. You keep sweet. Noth- 
ing can punish him worse. If a man doesn’t 
like you, keep away from him. It is a large, 
roomy world. It is co-operation that produces. 
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Etna Service 


Includes all Life Lines 





Agents of the AETNA LIFE can offer their Prospects 
the Widest Range of Policies 








The ZETNA LIFE issues Participating and 


Non-Participating Life and Endowment Policies 


Also Non-Participating Monthly Incomes, Partnership Policies, 
Term Policies, Group Insurance Policies, Annuities, Deferred 
Endowments, Income Bonds, Life Incomes, 


Increasing Insurance Policies under the Life, 20 Payment Life and 
20 Year Endowment Forms. 


aA 


The Etna Life issues the most flexible, practical plan of 


GROUP INSURANCE | 


both Participating and Non-Participating 


aA 


Experienced and successful men, also successful 
men without Life Insurance Experience, may find 
satisfactory opportunity with this company 


Address: FRANK BUSHNELL, Agency Secretary 


AETNA LIFE INSURANCE COMPANY, HARTFORD, CONN. 
Affiliated with 
AETNA CASUALTY & SURETY COMPANY 
AUTOMOBILE INSURANCE COMPANY 
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Find the people you can work with, and don't 
waste energy and time on those you have to 
work against. Don’t look failure, and don’t 
talk it. Breathe prosperity, because success 
germs make me buy, and failure microbes hold 
me back. 

Be HuMan 

This is characterized as being the last and 
greatest commandment. Dr. Crane, in con- 
clusion, said: 

You are a human being. That is why your 
firm pays you. If the house did not think it 
needed a man, it would have sent a catalogue. 
You are commissioned to make friends, for 
all business prosperity rests at bottom on 
triendship. 

Hence, put the human touch in your sales- 
manship. 

Laugh. Not too loud, nor too often, but 
laugh. Not at me, but with me. 

Be good-natured. Keep all trace of bitter- 
ness out of your speech. Nothing is so con- 
tagious as good humor. Don't be flippant, nor 
smarty. but be genial. Don’t take things too 
seriously. 

Selling said before, is a great 
business. It is noble. It is worth any man’s 
while, or woman's either. And ethics, high 
principle, a sense of responsibility and a civic 
conscience are even more necessary in the sales- 
man than in the talker, producer or ruler. The 
moral tone, and the degree of civilization, in 
a community, is best determined by the charac- 
ter of its salesmen. 


goods, as I 


INSURANCE FEDERATION WORK 


John T. Hutchinson Outlines History and 
Aims of Organization 

A history of the work of the Insurance Fed- 
eration of America was given before the 
White Sulphur convention last week by John 
T. Hutchinson, secretary of the organization. 
Recounting the’ history and methods of the 
Federation, Mr. Hutchinson showed by com- 
parison how much stronger the incorporation 
and reorganization have made it. A program 
was mapped out for the year now elapsing and 
it has been very successful so far. Financially 
the Federation is much better off than ever 
before and has cleared up $14,000 of old debts. 

The work of the Federation at present lies 
chiefly in combating socialistic insurance, said 
Mr. Hutchinson, and he mentioned the now 
famous resolution regarding insurance at the 
meeting of the American Federation of Labor. 
The American Association for Labor Legis- 
lation is regarded as a steadfast enemy to 
private insurance interests and the work of 
this body. Mr. Hutchinson said: 


This association has announced that it will under- 
take to establish State insurance monopoly in all 
States where possible—perhaps in more than thirty 
They will have a different program 
for each State. In the Non-Partisan League States, 
the North Dakota scheme will be followed. In others 
the Ohio law will be the model. In the latter State, 
with the last of the compensation business down the 
maw of the State insurance gormandizers, they are 
making ready to take over the fire business. 


early next year. 


After mentioning the Wall street explosion 
and its significance, Mr. Hutchinson gave a 
specific list of the accomplishments in which 
the Federation has been paramount or in- 
terested : 


In New York State the people outside of insurance 
Prevented monopolistic insurance legislation a few 


months ago. 
In Massachusetts we probably would have had State 





monopoly not only of one branch, but two or three, 
had people heard the call of the Insurance 
Federation Massachusetts: one hundred 
per cent organization. 

Virginia’s mobilized to man, 
the that State, 
ind 116 business and civic organizations came to its 


not the 


of Truly a 


Federation, the last 
sounded alarm in ultra-conservative 


aid in time to save insurance. 


Nebraska is at this time experiencing a bitter fight 
If radicalism wins insurance will fall. The Insur 
ance Federation in that State has been reorganized 
and is blazing the trail. Its leaders have formed a 


movement of all 100 per cent Americans in an effort 
to put down radicalism. 

In Minnesota they are at grips with Socialism with 
insurance as the battlecry of the enemy. 

Montana, largely through the work of the insurance 


fraternity, has prevented, for the present at least, the 
fastening upon the people of a State insurance 
monopoly more drastic than even the Ohio or the 
North Dakota law. Representative business organi 
zations in that State also are committed to. save in 
surance. The Insurance [Federation of Montana, re 
organized, is one of the best in the country. 

In the State of Washington we find the insurance 


W. W.-ism, 


combDination 


men prepared to battle to the last ditch I. 
League-ism and, in fact, a 
The Seattle the Centralia 
armistice day murders are still fresh in the minds of 
the citizens of that great Northwest State. A 
Our State’ organization formed, and 
members, like the radicals on the other side, are re- 


Non-Partisan 
of all radicals. strike and 
**Save 
has been its 
solved to do or die. 

In North Dakota they have State monopoly in four 
branches of insurance besides other lines of business. 
The State is practically bankrupt. No financial in- 
stitution cares to take a chance on its bonds. 





GENERAL ACCIDENT OPENS NEW DE- 
PARTMENT 


Compensation Beneficiaries Aided by Visit- 
ing Nurse 

The General Accident Insurance Company, 
of which Frederick Richardson of Philadelphia 
is United States manager, has opened a wel- 
fare department for the use of its compensa- 
tion claimants. The department is in charge 
of Miss S. B. Kohler, a nurse, who has had 
a long experience in social welfare work. As 
soon as notice is received of a serious accident 
Miss Kohler goes to the family of the injured 
and. takes measures to alleviate any possible 
suffering which may result from the accident. 
On her recommendation the company will ad- 
vance compensation which would ordinarily not 
be paid for two weeks. She also takes what 
steps may be necessary to keep the family out 
of need and to keep the injured comfortable. 

The department has been very successful and 
has been able to bring comfort to many families 
which would otherwise have been in great 
need. Mr. Richardson proposes to enlarge the 
service to other cities slowly, as agents be- 
lieve that it will be a beneficial adjunct to their 
compensation business. 


Men’s Assurance Reports Ex- 
pansion 

The Business Men’s Assurance Company of 
America report that the accident and health 
applications received by it in August numbered 
7262, a gain of approximately 1300 over Au- 
gust, 1919. The total for eight months of this 
year amounted to 55,816, as compared with 
12,640 a year ago. 

The life business produced brought the total 
since April 1, the day on which its first life 
business was issued, up to $1,771,500, 
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Business 


Casualty, Surety, Etc. 


SOCIALISTIC PROPAGANDA 








Edson S. Lott Protests Against Its 
Promulgation by Government 
Bureau 





LATTER PRAISES STATE INSURANCE 





Insurance Companies Heavily Taxed to 
Maintain Department Which 
Criticises Them 


It is evident that some branches of the 
United States Government are not yet free 
from the socialistic taint which was so notice- 
able during the war, when virtual nationaliza- 
tion of all industries was conceded by the peo- 
ple as a war-time necessity. The continued ex- 
istence of socialistic tendencies has been 
demonstrated by Edson S. Lott, president of 
the United States Casualty Company, of New 
York, in his recent criticism of the reply made 
by the United States Department of Labor to 
a questionnaire received by that department 
from the British Government, as to the scope 
and operation of workmen’s compensation laws 
in this country. 

In another column in this issue will be found 
a short address delivered before the recent 
Casualty Underwriters Convention by the ac- 
cident manager at London of the Royal Ex- 
change Assurance, referring to a committee 
appointed by Parliament to look into the de- 
sirability of establishing in Great Britain a 
State insurance fund. This questionnaire was 
evidently sent by the British Government to 
the United States Department of Labor while 
the British Parliamentary committee was mak- 
ing investigations and prior to its having ar- 
rived at the conclusion referred to by Mr. 
Wamsley whereby its report will recommend 
the continuance of workmen’s compensation 
insurance through the stock casualty insurance 
offices. 

Mr. Lott points to numerous inaccuracies in 
the reply made by the United States Depart- 
ment of Labor, which reply, according to his 
analysis, did not give a fair and impartial 
response to the inquiry, but, on the other hand, 
was favorable to State-fund insurance, “in- 
cluding many positive misstatements, with all 
facts and experience unfavorable to State in- 
surance and favorable to other insurance 
methods carefully eliminated and suppressed. 
Nothing more apt to deceive the authors of the 
questionnaire and to mislead them into false 
inferences as to American insurance experience 
could possibly have been designed or im- 
agined.” 

While the data sent to England by the De- 
partment of Labor showed that the State funds 
in several States had made better records than 
other insuring plans, Mr. Lott states that the 
figures presented are unfair, the experience in 
some cases being taken in an exceptionally 
favorable year, and that the praise of State 
funds is unwarranted; that, on the contrary, 
State funds have been lax and inefficient, ad- 
ministered with favoritism and: permeated with 
graft, and do not pay taxes to the State, as do 
the insurance companies, but, on the other 

(Continued on page 17) 
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Oey od aay COLLINS FARM MORTGAGES 


Collins Farm Mortgages represent the highest type of dependable 
income producing securities obtainable today. 


Collins Farm Mortgages have stood the acid test of time for 36 years 
and have always been worth par. No investor has ever waited 24 hours 
for his interest; no investor has ever lost a dollar of interest or principal. 


Collins Farm Mortgages, unlike speculative bond investments, repre- 
sent individual holdings. The investor holds all the documents and abso- 
lutely controls his security. 


Collins Farm Mortgages have behind them a thrifty farmer of the 
record breaking Southwest where crops are diversified (precluding total 


loss) and where land values are steadily enhancing. 


Collins Farm Mortgages to-day earn the attractive interest rate of 
7% per annum and are obtainable in amounts and maturities to suit. 


Collins Farm Mortgages offer the one dependable security which cannot 
be manipulated or affected by industrial or financial depressions. 


If you have surplus funds looking for safe and profitable employment 
send for booklet and get the facts. 


THE F. B. COLLINS INVESTMENT COMPANY 


FARM MORTGAGE BANKERS 
Oklahoma City, Oklahoma 
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LARGEST INSURANCES PAID IN 1919 


[From The Insurance Press] 


Henry C.. Frick, New: Yorke €ityx.:..:..<<.<+ 


Oscar Rosenberg, Chicago, III. 


Herman J. O, W. Braun, New York City. cakniain 


John Lennox, Hamilton, Ontario oor re 
George W. Harris, Cactnat. Oe aos ola into siaata ets 


Joseph S. Kendall, St. Louis, Mo....... 


Albert H. Chatfield, Cincinnati, Ohio...... 
William J. Friday, Pittsburgh, Pa........ 
Francis J. Torrance, Pittsburgh, Pa.......... 
Grosse Point, Mich. . 
James Magee, 2d, Bloomsburg, Pa........ 
Joseph B. Greenhut, Deal, N, J........... 
Charles J. Wittenberg, New York: City. ...........-.00+ 


Philip H. McMillan, 


J.bt. Poor, Bast brampton, Ne OM so .ccccs cidleiae aatecseewiereens 


Henry J. Heinz, Pittsburgh, Pa........... 


W illiam Rahr, Manitowoc, Wis. 


William H. Bartlett, Vermejo Pack, New Mindéo. Seer ar 


Abraham H. Vogel, New York City....... 


Harold S. Libbey, Lewiston, Me.. 


Theodore S. Marfield, Okiahoma City, Okla... 
Louis Mi. Stumer, Chicago: Pet ....cé.cc cccs « 
Jesse Cummings Remick, Portland, Ore.... 


flenty G. Dawsons Chierso US joc 5ceSicwels vaciweveetues 


George Grant Snowden, Philadelphia, Pa.. 
Albert Greenberger, New York City....... 


Oscar J; Oehikuch, Evansville; Ind <<... scccc.cmecsnccsccees 


Henry Joseph Duveen, New York City..... 


Henry A. Marting, Ironton: Ohio... ...a0..0ccncs cures 


Lewis C. Black, Cincinnati, Ohio. . 
Eli D, Hofeller, Buffalo, N. Y. 


Verner Z, Reed, Denver, Col.......... - P 


Adam Stitelitte, Pawtucket Re Te oso. siccvcis ale e'.s0/a visi. «1s 


Edward A. Kerbs, New York City......... 


Robert icrakauer. Bil Baso= Bens oe ssi sad eccenwadtnd aoc enes 


Leonard C. Hanna, Cleveland, Ohio....... 


PHOMAS: A;  SEEVENS, CHICAQCON I acc: eos caw ow ncad nemo’ 
Peis Well Feil y © ea cea. Ui bere cree sioreaccai cic wo cow es clera eee 


Joseph Stern, New York City.. eee 
Carleton White, Chicago, Ill............. 
Thomas B. 


Boyd, New York City......... 


Gis TEs asses ethene bese Ai i ee ether crete ooscccets Akiwre ee eee micelle 
Dhomas: ©} Neill, Baltimore, Mdiiiecc.<< s<0 ewe vec ceen 


Samuel F. Pogue, Cincinnati, Ohio........ 
Charles J. Christie, Cincinnati, Ohio....... 
Wallace W. Page, Geneva, N. Y.......... 


Howard A. Riley, Philadelphia. . 


Stephen L. Snowden, New York City ee 
Quentin McG. McAdams, Utica, N. Y..... 
Edward L. Stephenson, Cincinnati, Ohio... 
Herman H, Hoffman, Cincinnati, Ohio..... 
Frederick Robinson, Racine, Wis.......... 
James Alexander, Carcross, Yukon........ 
David S» Wees Chicage; 1 3. ccc es 


August Belmont, Islip, N. Y. 


Julian M. Friez, Baltimore, Md.. BOS orn aden ons 
Samuel K. Carson, Brookline, Mass....... 
Perry Rosenheimer, Paterson, N. J........ 


FOSEHHN WW = IOSES OCA COs Ula a2) se eiccos we othe stnincee com erenee= 


Jacob M. Raffel, Baltimore, Md........... 


Asthue EE. Mueller, Butte. Mont. 265 2ccc scenic cwngtec ces 


George F. Rand, Buffalo, N. Y 
Jackson T, Witherspoon, New Orleans, La 


John ©. Wilson, Flartford, Conn. .......... 
Charles Brodmerkel, New York City....... 
William W. Seley, Waco, Tex............ 


M. T. O’Leary, Worcester, Mass........--..eeseceeceee 
Almon Mervin Grey, Hartford, Conn..............-+++ 
Nathan P. Bushnell, Peekskill, N. Y....... 


Harvey W. Cowan, Chicago, Il. 


James L. Connell, Scranton, Pa 


Benjamin H. Shoemaker, Philadelphia, Pa. eee eae oes 


Charles G. Lun 1, Woburn, Mass. . 


Robert J, Collier, New York Cie. een ee 
Morris Baer, Pittsburgh, Pa...........--2-sseseeeerees 


$400,000 
375,209 
350,00C 
334,000 
311,620 
300,000 
275,000 
274,033 
271,000 
255,000 
251,003 
241,922 
231,739 
220,000 
198,000 
196,200 
182,000 
175,000 
171,239 
168,500 
165,000 
155,343 
155,040 
150,000 
148,079 
146,004 
146,010 
138,000 
135,000 
= 920 
27,018 
ane 
122,518 
122,500 
121,114 
121,000 
120,000 
115,810 
115,000 
111,831 
TER273 
110,000 
105,500 
105,309 
105,132 
105,000 
103,000 
102,000 
101,833 
101,256 
100,919 
100,168 
100,122 
100,111 
100,000 


2,000 
91,816 
90,9 I 7 
90,090 
89,050 
88,750 
88,323 
88,000 
88,000 
87,306 
86,236 
85,824 
85,359 
85,203 
85,000 


+ 


William D. Fountain, Sycamore, Ga.................22- 


Eugene G. Kremer, New York City.. 
Theodore Roosevelt, Oyster Bay, N. Y... 


Fred Flammaes, St. Louis, Meee. cccccecccsissoceadaans 


Joseph E. Johnson, Scarsdale, N. Y...... 
Wallace H. Rowe, Pittsburgh, Pa....... 
Frederick Harrington, Winchester, Mass. 
Henry J. Lamar, Macon, Ga... ........-« 


Edward O. Whitford, Washington, D. C................ 


William B, Van Lennep, Philadelphia, Pa 


Edwin J. Hickson, Pittsburgh, Pa. ..... 20. .ccc0ccsseees 


Mohr Michael, Paducah, Ky............ 


Otto R. Diepenbrock, Newport, Ky. ............2..e00-. 


William T. Fountain, Greenwood, Miss. . 
me Cahen, New York City.. 

‘rank R. Wolken, St. Louis, Mo.. Sere 
: S. Kendall, Dallas, Tex 
Douglas H. 
Harry W. Ford, Detroit Mirchi 2225.2: 
Alvah S, Chisholm, Cleveland, Ohio..... 
Louis E, Destremps, New Bedford, Mass. 
Charles H. Krippendorf, Cincinnati, Ohio 
George H. Augustine, Kirkwood, Mo.... 
William H. Booth, Shreveport, La....... 
Claude Waller, Nashville, Tenn......... 
Ernest J. Kaltenbach, Brooklyn, N, Y... 


Thomas, Daliinoxe Md... 


David Wemgarten, New York City. .......0..2...0c2s cece: 


Emanuel C. Hilb, Dayton, Ohio......... 
George R. Thorne, Lake Forest, Ill...... 
John J. Belser, Honolulu, Hawaii........ 
James McD. Bryce, Mt, Pleasant, Pa.... 


Riehard C, Vert, New orks Citys. o<s secacorckseecenvas 


Joseph Le Roy, Pittsburgh, Pa 


Sheldon Parks, Cleveland, Ohio.......... 


William H. Coldwell, Newburgh, N. Y...............-.- 
Wilham M. Laughlin, El Paso, Tex... <2 ccccccerawss aces 
Jess TF Rasnoe. Wereet Paes. c a gaccce serncwonnaaomanas 


William Hyslop, Toronto, Ont........... 
Daniel Boone Logan, Pineville, Ky.... 

Francis J. Garbutt, Sandersville, Ga...... 
George Robinson, London, Ont........... 
Howard C. Miller, Jr., Matawan, N.J..... 
Isaac L, Wolt, New York City... ...3.2. 
Frank W. Burdett, Boston, Mass......... 
Henry Tillman Benton, Seale) Alawcs cds: 
Hal. H. Dranberger, Terre Haute, Ind... 


William D. Henry, 


Sewickley, Pa.c..2.... 
William B. Buckminster, Malden, Mass... 


Joseph Meeks: Westhteld, No J:0.:cc0ccccn< ductus ccencs 
Moses Packard, New York City. = 

Richard J. Steiner, Latham Park, Pa. PME Te Ce ere Cr 
Joh: Ex Portes: Scranton Pas sc. 42 sessiss saa eanae es. 
Charles H. Tappan, Attleboro, Mass... «.....02600.2--- 
Ray E. Prazier. El Dorado, Kans iic.6.6 ic ces awe aes 


Everett Ames, Portland, Ore.. 


Adolph Mayer, New York Psa saat ee eae 


Samuel Rottenberg, New York City...... 


Oscar De Loeb: Philadelphia. Pas. <5.-.5 <n ncecias eecees 
Thomas. J. Eaman, Kansas City, Mo: ....<.)s.:2c0022. 4s oes 
Haga L. White, Salé Lake Gity, Utabie)...- 252... a.c26%- 


Gustav Freund, Chicago, Ill.............. 
John J. Grier, Kansas City, Mos... «06.2... 
Herbert W. Merrill, Saginaw, Mich...... 
Murray Phillips, New Madrid, Mo........ 
James B. Harrison, Syracuse, N. Y....... 


Samuel B. Orr, Circleville, Ohidw..:6. . heciccicccccinaresees 


William E. Minor, Cincinnati, Ohio....... 
David D. Walker, St, Louis, Mo.......... 


Wesley E. Lawrence, New Orleans, La................. 
William A. Owens, Little Rock Ark: .... 2.2.2.0 20003505 
Edgar J. Hahn, Little Roek, Awl. 66 cc cwensin eos cone 


Samuel W. Ehrich, New York City....... 
James A. Hart, Chicago, Ils 5.3.2 <.255 5: 


Herma Adler, Baltimore, Mds...20 oci00- = 0s cenweraas 


Clement A. Penrose, Baltimore, Md....... 


John W. Donohue, Chicago, Ill.... 


85,000 
85,000 
85,000 
84,000 
82,500 
81,750 
80,114 
80,032 
80,000 
80,000 
79,181 
77;500 
76,982 
76,000 
76,000 
75,121 
75,000 
75,000 
75,000 
75,000 
74,000 
74,000 
71,365 
71,000 
70,131 
70,000 
70,000 
70,000 
60,797 
68,586 
68,500 
68,014 
67,551 
67,000 
66,912 
66,000 
65,000 
65,000 
64,500 
64,390 
64,031 
64,000 
63,750 
62,000 
60,900 
60,779 
60,500 
60,469 
60,171 
60,000 
60,000 
58,385 
58,050 
57,802 
57,380 
57,140 
57,000 
57,000 
56,000 
56,000 
55,229 
55,037 
55,000 
55,000 
55,000 
55,000 
55,000 
54,872 
54,648 
54,000 
53,500 
53,324 
53,009 
53,000 
52,609 


52,500 
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MARKING TIME? 


Many agents are just marking 
time. Some of them are looking 
towards other selling lines where they 
imagine that they can still function 
as order takers. 





Don’t allow yourself to be so deluded. 


What you need is an ambition to make your agency 
work pay you real returns. Maybe you need to be ex- 
posed to Lincoln Life Spirit. Your efforts might be 
strengthened by the reinforcement of Lincoln Life 
Service, which offers prompt, forceful, brain-directed 
helps to Lincoln Life salesmen. 


This energetic co-operation makes it pay to— 


(Cink uP (wits Tue (LINCOLN) 


The Lincoln National Life Insurance Co. 


“Its Name Indicates its Character’ 














Lincoln Life Building Fort Wayne, Indiana 


Now More Than $1 48,000,000 In Force 











Don’t Delay Decide Today 
I 

N GENERAL AGENTS Pp 
D WANTED E 
I N 
A If you mean N 
N Business Ss 
- bd 
" If you can do L 
I Business Vv 
Cc Write to me— A 
H N 
- JACKSON MALONEY I 
A Manager of Agencies A 
N 


PHILADELPHIA LIFE INSURANCE COMPANY 


111 NORTH BROAD STREET 
PHILADELPHIA, PA. 
































two factors: 





Home Office 
Building standing. 





NION CENTRAL AGENTS are enjoying an advantage due to 
the prestige of the Company along these lines. 


The Union Central Life Insurance Company, 
JESSE R. CLARK, President CINCINNATI, OHIo 


! 
Success e The individual’s success in satisfying the un- 
precedented demand for Life Insurance may be attributed to 


HE agent’s ability is rewarded to the fullest extent only when he 
can assure maximum service under a liberal policy at a low net 
cost and supported by a Company of commanding character and financial 


For further information address 


ALLAN WATERS, Second Vice President, 


The goods offered, 
The ability employed. 
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Ansell L. Blackall, Joplin, Mo................. 
jJacob« Bieber New Yorke Cityis cisco cece ence. 
Herman: S. Kop. Cineinnati, Ohies.... <<... 6 +. 
Alexander J. Gray, Philadelphia, Pa............ 
William C. Pressing, Norwalk, Ohio........... 
Louis Lowenstein, New York City.............. 
Archie W. Carpenter, Omaha, Neb............. 


William A. Hurst, Williamson, Wis....... 


Nicholas. L. Tilney, Orange, Ne J xc. 44-00%006-35- 
eiG@ hb New YOR ial @thie s'ce singing om cn suria vend ve a bane 
Rrederick: N.. Blocie. Chicago leis. .c ca. nc ea wd oe sale cick 
Gordon W. Tolen, Stillwater, Minn............. 
David S. Greenebaum, New York City.......... 
James: Hamill. Plandome. No Yves 5 sce ceases 


Henry B. Gray, Burmingham, Ala: =... ..0560+6+- 
Emory G;- Singletary. San Jose, Cals... 06 


Socialistic Propaganda 

(Continued from page 13) 
hand, in some States at least, their expenses 
are paid from the general revenues of the State. 
He tells of official reports of delays in pay- 
ments, the close approach to insolvency of 
some State funds, and the lack of service to 
the insured, which is such a strong feature of 
the insurance given by the stock companies, 
and. which accounts for a considerable part of 
the expenses of those companies. As he prop- 
erly says in speaking of the Ohio State fund, 
“the overhead expenses of the stock com- 
panies include heavy taxes and the cost of an 
agency, of an accident prevention and of a 
claim adjustment service, besides general ex- 
penses of administration, whereas the Ohio 
fund is exempt from taxation, has no agency 
or accident prevention service, has practically 
no field adjustment service and has its adminis- 
tration expenses paid out of the general 
revenues of the State.” 

In general, Mr. Lott enters a strong protest 
against such an official communication from a 
branch of the United States Government to the 
British Government, using the following 
language: 

As will be seen from the foregoing, the re- 
ply of the Department of Labor to the ques- 
tionnaire submitted by the British Govern- 
ment is nothing more nor less than a piece of 
“State insurance” propaganda, of the most 
partisan character. By misstatement, innuendo 
and suppression of facts it draws a picture for 
publication abroad of compensation experience 
in America grossly at variance with the known 
truth and wantonly unjust to our private insur- 
ance companies. Those companies are tax- 
payers—heavy taxpayers—and part of their 
taxes goes to maintain the very department in 
question, with the consequence that such com- 
panies are being taxed to carry on a propaganda 
against themselves. Could unfairness be 
pushed further? As the representative of one 
of the companies affected I protest against this 
outrage. 

Considering that State insurance protects 
but a small percentage of the total workmen’s 
compensation covering the entire United States, 
and the great services rendered by the stock 
companies, which probably issue seventy-five 
per cent of the insurance protection given to 
this class of business, Mr. Lott’s protest 
against the unfair and unwarranted conclusion 
of the Department of Labor in favor of State 
insurance propaganda will strike the average 
reader as being very logical. The casualty in- 
surance world is under obligation to Mr. Lott 
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for so forcibly defending their interests against 
the unjustifiable attack by the Department of 
Labor. 


Evans Companies Literature 

The Henry Evans group of companies are 
giving wide circulation this week to a series 
of three pamphlets prepared by the publicity 
department. Two of them are of a political 
nature; the first, “Presidential Facts and His- 
tory,” giving a resume of the statements of the 
two presidential candidates on the important 
issues of the day and a short history of presi- 
dential campaigns. The second contains a 
comparison of British and American income 
and excess profit taxes by Dr. Carl C. Plehn, 
Flood professor of finance in the University of 
California. The third is entitled, “You Can’t 
Escape Explosions, but You Can Escape Loss,” 
the application of which is evident from its 
title. 


HOLD FIRST FALL MEETING 
New York Life Underwriters Dinner Tues- 
day Night 

The New York Life Underwriters started 
their regular monthly meetings on Tuesday of 
this week. The last previous meeting was held 
in June when the organization adjourned for 
the summer. The dinner served at the Ark- 
wright Club was followed by a general dis- 
cussion of the Boston meeting and of other 
matters of interest to the local body. 

Offices of Mutual Association 

At the close of the National Association of 
Mutual Insurance Companies’ convention in 
3oston, officers were elected as follows: Pres- 
ident, Justin Peters, Pennsylvania Lumber- 
mens Mutual of Philadelphia; vice-president, 
George W. Miller, Bucyrus, Ohio; treasurer, 
C. A. McCotter, Indianapolis ; directors, Harry 
F. Gross, Des Moines; Thomas G. McCracken, 
Minneapolis; W. M. Deisher, Reading, Pa., 
and W. B. Flowers, Meadville, Mo. 





G. C. Plume Dead 

George Clinton Plume, for many years the 
Newark representative of the National Liberty 
and of the Sun of London, died suddenly in 
Newark last week. He was sixty-four years 
old and made his home in Brielle, N. J. He 
was a brother of the late General Joseph W. 
Plume. 
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Fester, Fothergill & Hartung 

Fester, Fothergill & Hartung, United States 
managers of the Northern of Moscow, the 
Warsaw Fire, the Union and Phenix Espanol 
of Madrid, the Nippon Fire and the European 
General Reinsurance Company of London, have 
moved their offices from 123 William street in 
this city to 110 William street, where they are 
occupying the seventeenth floor. The new of- 
fices are larger and much lighter than those 
previously occupied by the firm. 


Peninsular Enters Two States 

The Peninsular Fire of Grand Rapids, Mich., 
has just been licensed to transact business in 
Ohio and Indiana. These make fifteen States 
in which the company is now doing business ; 
namely, Michigan, Wisconsin, Iowa, Cali- 
fornia, Texas, Kentucky, South Carolina, 
New York, New Jersey, Maryland, Massa- 
chusetts, Pennsylvania, Louisiana, Ohio and 
Indiana. 


Merchants Fire Purchase 

The Merchants Property Company, holding 
corporation for the Merchants Fire Associa- 
tion, has purchased the property at 29-31 Gold 
street from Charles S. Platt. The company 
bought the adjoining property at John and 
Gold streets last fall. It now has about 12,000 
square feet, seventy feet frontage on John 
street, and 150 feet frontage on Gold street. 


Ontario Insurance Agents 
As a result of a meeting arranged by the 
Toronto Insurance Conference early last 
month, a temporary organization of Ontario 
Insurance Agents has been formed. Joseph 
Murphy is chairman pro tem. and J. H. King 
is secretary-treasurer. 


American Association of Fire Insurance 
Companies 


On October 15 there will be a meeting at 
Chicago to perfect the organization of the 
American Association of Fire Insurance Com- 
panies, of which Archibald A. McKinley is 
temporary president. 

Sun Life Joins Presidents’ Association 

At a meeting of the Association of Life In- 
surance Presidents the Sun Life of Montreal, 
Canada, was unanimously elected to member- 
ship in the association, bringing the total of 
members up to forty-five companies. 
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THE MAN AND THE JOB 


The time which all employees hev2 looked forward to, when the job would be hunting the man instead of the man 
hunting the job, has evidently come. If you can do anything in the way of producing material or moral values, the job 
is waiting for you—looking for you. “Life insurance companies have heretofore been in the position of the employee who 
had to hunt his job in order to get the opportunity to do the work he was able to do for the benefit of his employer 
and the community at large. Now employers are looking for men and men who need life insurance are looking for 
a life company that will insure them. | 

This advertisement is therefore printed here to notify the public that the New York Life Insurance Company, 
organized under the laws of the State of New York in 1845, is ready to do the job for those who need life insurance. 
The Company did the job for over TWO HUNDRED THOUSAND MEN AND WOMEN in 1919, but was obliged 
to turn away over FIFTEEN THOUSAND, not because the Company’s facilities were not ample, but because they 
applied too late—they were no longer insurable! They wanted protection to the amount of SIXTY MILLION 
DOLLARS, and. the Company could not furnish a dollar. 

So the Company is printing this notice to the effect that, it is ready to do the job for healthy men and women, 
on application. Its facilities are ample, its work has behind it the guarantee of seventy-five years of faithful service, 
a mutual organization with a membership of over a million insured persons, with ample reserves to meet every con- 
tingency. The Company has Branch Offices in the principal cities, and Agencies in nearly every county. You can 
easily find one and he will do the job—if you haven’t waited too long. 


NEW YORK LIFE INSURANCE CO. 
DARWIN P. KINGSLEY, President. 346 & 348 Broadway, New York, N. Y. 
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Home Friendly Society PHCENIX ASSURANCE company, 
of Baltimore, Maryland (Harantinees tah 
i larity until it is now generally conceded to be FIRE 
_ Te dcdiaien aadeened life insurance companies in America’”’ AUTOMOBILE—USE AND OCCUPANCY-—TORNADO—SPRINKLER 
ee H and ACCIDENT Policies LEAKAGE—EXPLOSION AND RIOT, AND CIVIL COMMOTION 
sia as — wae ie ri wi HEAD OFFICE FOR THE UNITED STATES 
iniaiiied 100 WILLIAM STREET, NEW YORK CITY 


Rates and Terms to Agen ts PERCIVAL BERESFORD, Manager 




















GREAT SOUTHERN LIFE ||! Improved Disability Provision 
INSURANCE COMPANY J 1) ain say ve mate a soo adit eosno 


probationary period. 


Houston — Dallas _— : 
Payments begin immediately on approval of claim 


Texas —no probationary period. 


Monthly payments, lifelong, conditioned on per- 
manence of disability. 


Immediate waiver of future premiums—no wait- 
ing until next anniversary. 


Full amount of insurance paid when insured dies, 
without deduction for disability payments or for pre- 


TEXAS HUNDRED MILLION miums waived. 


This new disability provision brings the service of 


DOLLAR COMPANY America’s oldest legal reserve life insurance company 


still closer to the needs of the insuring public. 


For terms to producing Agents address 


The Mutual Life Insurance Co. 
of New York 


O. S. CARLTON, President, Houston, Texas 
34 Nassau Street, New York 


E. P. GREENWOOD, Vice=President, Dallas, Texas 
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SELLING THE IDEA 


Why the Prospect Should Be Thor- 
oughly “Sold” on the Merits 
of Insurance 


METHOD MINIMIZES LAPSES 


Er-Soldiers Who Drop Their War Risk 
Protection Do So Because They Were 
Never Really Solicited 


By A WEsTERN AGENT 


\Vhen I was in my teens I made the acquaint- 
ance of a bright boy who happened to be con- 
genial, and we soon became intimate friends. 
Before he entered medical college I gave him 
« certain amount of drilling in Latin, and he 
always insisted that he was under obligation 
to me. When he graduated and began to ac- 
quire a practice I was trying to sell life insur- 
ance, and my friend, now a full fledged M.D.. 
felt thaf he ought to offer me encouragement 
in some form. So he voluntarily promised 
that at some indefinite time in the future he 
would give me his application. Three or four 
years rolled around and Dr. L. married and 
became a father, but he did not redeem his 
pledge. As I derived a certain satisfaction 
from his friendship, I did not insist upon afty- 
thing that might prove to be a discordant 
element. One day the doctor telephoned me 
to run out to his office in the suburb of the 
city in which T lived. I responded promptly. 
and upon being admitted to his presence, 
learned that he was in something of a dilemma, 
An insurance salesman had called upon him 
a few hours before and would not leave until 
he had obtained Dr. L.’s application. After 
the deed was done my friend recalled his ob- 
ligation to me, and he was anxious to put his 
name to paper and be examined before the 
other salesman returned and got him into more 
-trouble. T promptly drew out a blank, asked 
questions and recorded the answers and, a 
few hours later, took my friend to the ex- 
aminer, s 

Doctor L. paid something like five or six 
annual premiums and then became involved 
in another scrape. A friend induced him to 
invest one or two hundred dollars in a cement 
hlock scheme and, after the enterprise was 
launched, it languished. The author of the 
Lroject was utterly lacking in selling ability 
and Doctor L. became alarmed for fear he 
would have to kiss his small. investment 
good-by. To save his $200 he decided. to 
spend $5000, build a cement house, and give the 
cement enterprise an impetus. However, his 
total assets did not amount to more than 
$3000, so he was compelled to borrow $2000 


from a small life insurance company. The 


,tinuing his contract with me. 


loan was no sooner granted than a representa- 
tive of the company appeared upon the scene. 
In fact, it now comes back to me that Dr. L. 
received some vigorous hints when he applied 
for the loan to the effect that he would be 
practically obligated to carry a policy in the 
company which financed him. Anyhow my 
friend applied for $5000 and surrendered the 
$roco policy he had in my company. 

The amount of insurance the doctor carried 
with me was not large. I am not appalled at 
the loss of time and money which resulted 
from his changing from one company to an- 
other. When he withdrew his cash value it 
was less than $100, and if he had lost the ent're 
sum he would hardly have noticed it, but it 
was surely childish for him to surrender a 
policy outright when he might have accom- 
plished his purpose better by taking a new 
policy for $4000 and keeping the older policy in 
force. The new company was so small that. 
as an institution it was but a drop in a gallon 
as compared with the company I represented, 
but Dr. L. could not see any advantage in con- 
Although he 
was a hard worker and his income was steadily 
mounting, he never could get away from the 
cheap idea in buying, and at certain times this 
weakness got him into difficulties. It was 
essentially his method to get out of one scrape 
by falling into another and a small discount 
of some kind would, when the weakness 
gripped him, make the decision for him. 

T do not undertake to say that Doctor L.’s 
disposition could have been corrected by any 
process of education, but I realized a long time 
ago that he was not properly insured. As we 
express it offhand, he was not “sold right.” Be- 
cause he was my friend and insisted that he 
would sign an application some time because 
he was under obligation to me, T never took 
the trouble to acquaint him with the point of 
view which all good policyholders should have. 
When he finally sent for me it was not so much 
because he wanted to fulfill his pledge to me 
as it was because he wanted to break a second 
pledge. I never at any time discussed the 
merits of life insurance with him. When he 


applied I quoted a premium for him, and mav | 


have made a guess at one or two dividends, but 
the transaction was perfunctory and never 
really rested on a sound foundation. 

During the last year or more I have read 
not a little about the amazing total of insur- 
ance which the Government placed on the lives 
of soldiers when our country entered the great 
war, and about the high lapse rates since the 
armistice, 

Tt would require -a long research to get at 
all the facts, and the reasons for the many 
lapses, but T think T know all that can_be of 
any practical value to the average insurance 
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salesman. In the first place, the soldiers who 
looked forward to the possibility of early death 
in battle not only were not “sold right,” but 
probably were not, in the usual sense, “sold” 
at all. Most of them understood that Govern- 
ment insurance was a ‘substitute for the old- 
fashioned pension method of compensation for 
wounds and death, and were never really so- 
Jicited. There were few insurance salesmen 
to point out the advantages of protection to the 
applicant and relatively little education. The 
soldiers might take insurance or let it alone— 
at their own peril. A way out was offered, 
but when men simply take insurance because 
there is nothing else to do, they are not likely 
to form the attachment for it that they do 
when they are painstakingly educated. 

It is the old story over again of what hap- 
pens when there are no salesmen to keep policy- 
holders in line. Men don’t take instrrance ex- 
cept when they are forced, without agents. 
And they do not keep it unless they are “sold 
right.” The lessons of the foregoing and of 
the Government’s experience is that insurance 
should be “sold.” It is not likely to persist if 
it is not “sold.” 


CONCRETE SUGGESTIONS 


Chapter from ‘How to Sell Insurance,”’’ 
William Alexander’s New Book* 

Act upon the following hints even if you do 
net at once recognize their importance. Their 
soundness has been proved in the experience 
of the most successful sellers of life insurance. 
Later on I shall.discuss some of these subjects 
more at length. Then you will see how im- 
portant they are. 

Trifles——A very small obstruction will throw 
a whole passenger train off the track, and irre- 
parable loss of life and property may result. 
Similarly many of the failures among life in- 
srrance agents are due to the neglect of small 
details which they regard as too trivial for 
serious attention. This is all wrong. Con- 
centrate your attention on little things. You 
are not likely to neglect the things which you 
regard as important. 

Following with scrupulous care all the rules 
and regulations of the company you represent. 
Thus you will avoid many annoyances, prevent 
vexatious delays, and save a great deal of busi- 
ness that otherwise would be lost. 

Cheerfulness—Hold up your head. Look 
cheerful and contented. Dress modestly and 
neatly. See to it that the documents you carry 
are also neat and trim. If you give the im- 
pression that you are prosperous, you'll pros- 
per. 

Confidence.—Nothing will aid you so much 
as confidence. You must have confidence in 


* Published by The Spectator Company. 











the institution of life insurance; in the com- 
pany you represent; in the policy you offer; 
in yourself. Then, if you have ordinary in- 
telligence your success will be assured, pro- 
vided you succeed in gaining the confidence of 
the people you approach, 


Be Wide Awake—Sharpen your wits. 


Strive to be fresh, original, interesting, con- ° 


vincing. 

Time and Concentration.—Concentrate all 
your powers on your work. Systematize it. 
Economize every moment. When you work, 
work with all your might; but take some time 
for rest and recreation that you may be alert 
and resourceful when you “get into action: 
Keep in fighting trim. The insurance business 
is a hard business and will demand the exer- 
cise of all your powers. It is a curious fact 
that although time is far more precious to the 
agent than to the man engaged in any ordinary 
employment, the temptation to fritter away 
his time is greater in his case than in the case 
of other workers. This is because he is his 
own master; is not tied down to office hours; 
can go and come as he pleases, and can work 
or not, as he chooses. So, if he wants to suc- 
ceed he must be his own taskmaster, and hold 
himself down to a rigid performance of his 
duties. 

Shoot straight and don’t waste your ammu- 
nition. If one argument will convince your 
prospect, let that suffice. Avoid side issues. 
Preach thrift; the protection of the family; 
the laying aside of something for the future. 
Keep also in mind the important fact that a 
man’s business needs the protection of life in- 
surance as much as his buildings or stock need 
the protection of fire insurance. 

Enthusiasm.—Prosecute your work with en- 
thusiasm. If, like the keen sportsman, you 
acquire a love for your profession, your work 
will be both easy and enjoyable. And if you 
are loyal to your company, have faith in life 
insurance, and have confidence in the value of 
the policies you recommend, your success will 
only be limited by your confidence in yourself, 
and in your capacity for hard, consistent, un- 
interrupted, intelligent labor. 

Keep Busy.—Never be seen in your office 
unless you can show by diligent work at your 
desk that important business keeps you there. 
Your real office must be in your hat, and most 
of your work must be done on your feet. 
Therefore, wear a good hat and a sound pair 
of shoes. 

Work with Care.—You must not only be in- 
dustrious, you must work with care and dis- 
crimination, and your efforts must be well 
directed. Some of the busiest people never ac- 
complish anything worth while. Misdirected 
energy often leads to disaster. 

Be Patient—Be calm and composed, and 
keep your temper no matter how sorely you 
may be tried. 

Helpful Qualities—Two things are essential : 
enthusiasm for life insurance, and loyalty to 
the company you represent. But there are 
many other qualities which should be carefully 
cultivated if you are so fortunate as to possess 
them. Here are some of them: Initiative— 
which will start you quickly and guide you 
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aright. Imagination—which will enable you to 
put yourself in your prospect’s place and un- 
derstand his needs. Ingenuity—which will en- 
able you to invent new and effective methods 
of procedure. Genius—which if coupled with 
diligence will lead to brilliant achievement. 
And talent—which ought to enable you to 
build up rapidly a large and productive busi- 
ness. 

Having character, it ought not to be hard for 
you to establish a reputation among the people 
round about you as a safe adviser and guide 
in all matters relating to life insurance. And 
this should be your aim from the start. 

Make Insurance Your Life Work.—The 
cashier of a country bank; the man who has 
a well established business; the clerk who has 
leisure at night, or the student who must sup- 
port himself while getting an education, may 
be justified in soliciting insurance “on the side,” 
provided he fits himself for serving the public 
intelligently. But he cannot expect the insur- 
ance company to give him as much time and 
attention as if he devoted all his energies to 
the business. 


There are also “part time” men of another 


kind: those who are anxious to become full- 
fledged agents but who do not feel justified in 
giving up remunerative positions until they 
have satisfied themselves that they have an 
aptitude for insurance work. These also labor 
under certain disadvantages; for many men 
who would achieve marked success if they 
could concentrate their attention exclusively 
on the business of selling insurance may be 
handicapped if they give attention at the same 
time to other interests and _ responsibilities. 
Consequently, while wishing all possible suc- 
cess to part-time men, it is my advice to every 
one who wants to make insurance his life 
work to burn his bridges behind him and make 
up his mind to sink or swim as a life insurance 
man. I believe this to be. sound advice, for 
two reasons: 

1. As I have already stated, no man of in- 
tegrity and ordinary intelligence need have 
any fear that he will fail in this business if he 
is willing to learn, and willing to work—and 
work hard. There are all sorts of people who 
need insurance, and all sorts of salesmen are 
needed to deal successfully with them. 

2. Moreover, the man “who expects to 
achieve conspicuous success in this business 
inust take as his motto, “This one thing I do.” 
He must have no entangling alliances, and 
inust be in a position to devote himself body 
and soul, in season and out of season, to this 
one pursuit. The reason for this is due to the 
unique character of insurance soliciting. Let 
ine explain these tools on wood. The one in- 
strument with which the agent does his work 





Insurance Sales Letters 


Open the way to real business—create a een 
realization of the value of adequate insurance and 
prepare the way for a personal call to close the appli- 
cation. More than 400 salesmen are using Hull’s 
sales creating letters for life, accident, partnership, 
corporation and fire business. An insurance com- 
pany official writes, “Am well pleased with the letters. 
Shall be able to make effective use of them.” Re- 
quest particulars—ask for folder 11A. 


WILLIAM S. HULL Madison, Conn. 
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A FARM MORTGAGE 
BEHIND 


EVERY POLICY 


HE PEORIA LIFE 
gives SERVICE to its 
policyholders and to its 
agents. Its sound methods 
and good reputation are giv- 
ing it a steady, healthy growth 
all in the Middle West. It in- 
sures men and women on 
equal terms. Policies are up 








to date in every respect, and 
contain liberal and attractive 
features which make them sell. 


It gives to Total Abstainers 
a lower rate on their insurance 
by placing their policies in 
the Total Abstinence Depart- 
ement in which the mortality 
record is kept separate. It is 
a live, up-to-date Company 
which is progressive. 


It is developing new terri- 
tory in the Central West and 
has good positions for goo 
men. 


Peoria Life 


Insurance Co. 
PEORIA, ILLINOIS 


EMMET C. MAY 
President 


HENRY LOUCKS 
Superintendent of Agents 


GEORGE B. PATTISON 
Secretary and Actuary 
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CENTRAL LIFE 


Insurance Company of Illinois, 
Ottawa, Illinois. 


A conservative, well managed, western 
company, with close to thirty-five mil- 
lions of business. Soundly financed; 
operates in Illinois, lowa, Missouri, South 
Dakota, Minnesota, Nebraska and Mich- 
igan. Writes both participating and 
non-participating business; is a good 
dividend payer; has up-to-date policy 
forms, and has no apologies to make. 
“Look us up in the books” and write us 
for an agency proposition if interested. 


H. W. Johnson, S. B. Bradford, 
President Sec’y=Treasurer 


W. F. Weese, 
Vice-President and Agency Director 











Peoples 
Life 
Insurance 
Company 
Frankfort, Indiana 


$1,413,961.00 on Deposit with the 
Indiana Insurance Department. 


$206,155.00 Surplus Protection to 
Policyholders. 


$16,000,000.00 Insurance in force. 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


TERRITORY OPEN IN 
INDIANA, OHIO AND ILLINOIS. 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company. 
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is his mind, and he uses this instrument e¢x- 
clusively on the minds of other men. 

Consequently, he must keep his own mind 
sharp, and to this end he must be wide awake, 
confident, serene. If his energies are expended 
to some extent in other directions, if he cannot 
concentrate all his faculties on his insurance 
work, if he is handicapped by perplexities and 
anxieties, he will accomplish less than if he 
has bit one iron in the fire, and can keep that 
one hot all the time. 

“Where there’s a will, there’s a way,’ and 
the way in this case is to unsheath your sword 
and throw the scabbard away. 


INHERITANCE TAXATION 


Matters Treated in Latest Prentice-Hall 
Bulletins 


Following are recent modifications in in- 
heritance tax laws and regulations: 


GEORGIA 

Among the recent decisions as to the in- 
heritance tax in Georgia are the following: 
The inheritance tax is not a tax upon property, 
but upon the right to succeed to property and 
the constitutionality of the law is upheld. It is 
further held that the exemption of $5000 is to 
be deducted from the share of each beneficiary 
in class entitled thereto, and not from amount 
of entire estate. Title can pass but once from 
he same testator, and when title becomes vested 
in trustee, no further tax may be imposed on 
account of any person who may be ultimately 
interested in trust property. Executor may re- 
cover from legatee the amount of tax due on 
his share of estate when legatee refuses to pay 
same. The estate of a decedent must be ap- 
praised at its actual market value as of the date 
of the decedent’s death. 


KENTUCKY 
The State Tax Commission of Kentucky is 
preparing a form for the securing of consent 
to the transfer of property building to a non- 
resident estate, which form is similar to that 
used in Michigan. 


MASSACHUSETTS 

Recent decisions in Massachusetts: Deced- 
ent in consideration of support for life made 
cash payment, and agreed to devise house to 
said person; it is held that devise is taxable 
transfer and tax was payable by devisee and 
not by decedent’s estate. If tax is invalid, its 
invalidity may be determined by petition, and 
court may order abatement if whole or any 
part is wrongly exacted. 


New York 

In New York it is found that in cases where 
value of property does not appear upon the 
face as in the case of cash in bank, the surro- 
gate usually will not fix the value of an estate, 
but will remit the matter to an appraiser. This 
practice usually involves several months’ de- 
lay in court, for the State controller will not 
issue a consent for the transfer of stock of a 
doméstic corporation owned by a non-resident 
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decedent betore a proceeding is brought by his 
attorney requiring an appraiser be appointed. 


OHIO 

Recent decisions in Ohio are to the effect that 
the l‘ederal estate tax is not deductible in com- 
puting the net value of an estate for inheritance 
tax purposes. Securities owned by a non-resi- 
dent which are physically located in Ohio are 
held to be taxable under the inheritance tax 
laws of Ohio; also real estate in Ohio, business 
and machinery situated in that State, a bank 
account found in that State, and securities 
found in safe deposit box in Ohio are likewise 
taxable. 

In Ohio inheritance taxpayers are divided 
into three groups, namely: (1) husband, wiie, 
child, father, mother, lineal descendant, 
adopted child or lineal descendant of adopted 
child; (2) brother, sister, niece, nephew, wife 
or widow of son, husband of daughter or 
mutually acknowledged child; (3) all others. 
The tax rates are as follows: Class 1, on ex- 
cess above $3500, except as to wife or minor 
child when tax is on excess above $5000; 1 per 
cent on the first $25,000; 2 per cent on the next 
$75,000; 3 per cent on the next $100,000; 4 per 
cent on the balance. Class 2 on excess above 
$500, 5 per cent on the first $25,000; 6 per cent 
on the next $75,000; 7 per cent on the next 
$100,000; 8 per cent on the balance. Class 3, 
on entire amount, 7 per cent on the first $25,- 
000; 8 per cent on the next $75,000; 9 per cent 
on the next $100,000; balance, Io per cent. 

VIRGINIA 

In Virginia the tax statute has been held to 
be non-retroactive, and no tax may be exacted 
which is not clearly embraced within the tax- 
ing statute. 

WASHINGTON 

An exemption of only $10,000 is allowed as to 
one estate, and not as many exemptions of 
$10,000 as there are heirs or legatees, if there 
are more than one. 


UTAH 


Inheritances or transfers in contemplation of 
death are taxable in Utah, the tax imposed be- 
ing upon the entire estate irrespective of the 
beneficiaries, and there is but a single exemp- 
tion allowed; namely, $10,000. The tax rates 
are as follows: First $10,000 exempt, 3 per 
cent on the next $15,000; balance, 5 per cent. 


The foregoing data is obtained from the 
bulletins issued to subscribers to the Prentice- 
Hlall {nheritance Tax Service. 


National Agents Association Dinner 


Chairman P. J. Clancy of the executive com- 
mittee in charge of the arrangements in Des 
Moines for the annual convention of the Na- 
tional Association of Insurance Agents, Oc- 
tober 19-22, announces that the get-together 
dinner will be served at the Hotel Fort Des 
Moines at 8 P. M., Tuesday, October 19, and 
that seats must be reserved in advance of 
October 19. Reservations ($4 each) may be 


made by writing or wiring to E, H. Mulock, 
Central Life Building, Des Moines, Iowa. 
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Insurance Commissioners Hold Con- 
ference in New York City 





PUBLIC HEARING IS GIVEN 





Strong Sentiment Develops Against Use 
of Market Quotations 

The committee on security valuations of the 
National Convention of Insurance Commis- 
sioners held a meeting in the Hotel Astor, New 
York, on Thursday of last week to consider 
what basis should be used in valuing securities 
held by insurance companies for their annual 
reports. During the morning the meeting was 
open and a number of prominent insurance 
men presented their views on the subject. 

Chairman Jesse S. Phillips called the meet- 
ing to order at 10 A. M. The following com- 
missioners were present: 

Joseph G. Brown, Vermont; Joseph Button, 
Virginia; C. W. Hobbs, Massachusetts; Platt 
Whitman of Wisconsin, and Deputy S. W. 
McCulloch, Pennsylvania, representing Thomas 
8. Donaldson. 

He then read a number of letters from com- 
pany executives most of which favored con- 
tinuing the average value. President Henry 
Evans of the Continental strongly favored 
using market quotations as of December 31, 
1920, giving it as his opinion that any other 
method would be deceiving the public. 

Representation from the large fire and 
marine companies was not strong, though with 
the exception -mentioned, practically all fa- 
vored the average values plan as followed last 
year. The mutual companies were well repre- 
sented and expressed themselves as favoring 
the average valuation plan. The mutual life 
insurance companies were perhaps the strong- 
est in favor of the old method, because, as E. E. 
Rhodes of the Mutual Benefit tersely put it, 
they would be obliged to pass dividends this 
year unless such plan were continued. Presi- 
dent Van Dyke of the Northwestern Mutual 
further stated that it would not only mean pass- 

“ng dividends this year, but would mean an 
enormous surplus once the money market 
again hecomes normal, so that the effect would 
be to take money from present policyholders 
and give it to future ones. 

The committee reconvened at 3 P. M., in 
executive session and after discussion adopted 
the following resolution: 

Resolved, that Mr. Marvyn Scudder of the 
Investors Agency, who is under coritract with 
the committee to provide the values to be pub- 
lished in the Book of Security Valuations to be 
prepared and distributed to the various insur- 
ance departments, companies and fraternal so- 
cieties early in January, 1921, be instructed to 
prepare the values by adding to the values set 
forth in the last publication of the National 
Convention of Insurance Commissioners the 
market values as of November 1, 1920, and 
dividing the sum so obtained by two: except 
that United States Liberty and Victory Loan 
30onds when acquired by subscription from the 
Government shall be carried at not less than 
par and those purchased otherwise shall be 
carried at the purchase price; provided that if 
any company exchanges any of its securities or 
real estate for Liberty or Victory Loan Bonds 
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then the Liberty or Victory Loan. Bonds shal! 
ie valued according to the market quotation 
of said Liberty of Victory Loan Bonds on the 
date of said transaction; and provided further 
that in no case shall the value of any security 
e fixed at less than the actual market quota- 
tion of December 31, 1920. 


EXPLOSION VICTIMS INSURED 


fen of the Dead in Wall Street Catastrophe 
Had Allowed War Risk Policies to 
Lapse 

The Treasury Department at Washington 
announces that only two of the twelve former 
service men who were killed by the explosion 
in Wall street had maintained their Govern- 
ment War Risk life insurance after being dis- 
charged. One of these was Colonel Charles 
Neville, until recently in the Quartermaster 
Corps, and the other William T. Joyce, an em- 
ployee of J. P. Morgan & Co., and a former 
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Young, he must be active and 
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ful personality. He must know 
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earn $5,000 a year in commis- 
sions, There is no limit to the 
income that may be earned. With 
the heip of the home office he can 
build upa great business the first 
year. Whena man demonstrates 
his ability he will be promoted to 
a position earning more money. 
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details, 
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member of the United States Signal Corps. 
Each carried a $10,000 policy. 
Thus almost one-third of those who lost 


heen in the 


their. lives were men who had 
Great War, exposed to every variety of danger, 
and yet were killed on one of the streets of 
their home town, at noon, most of them on 
their way to lunch, 

But the other fact that the Governinent 
brings out is most impressive. Of the twelve 
who were killed all but two had allowed their 
insurance to lapse, insurance at the cheapest 
rates, cheaper than any private company could 
afford to offer, term rates with no loading for 
taxes, reserve, office expenses, soliciting ex- 
penses—insurance rates trimmed to the bone. 
And yet, earning high wages, with more posi- 
tions than men to fill them, these former serv- 
ice men thought so lightly of life insurance that 
they didn’t take the trouble to save the com- 
paratively little required to keep it in force. 

The New York Life announces that of the 
total killed by the explosion three held policies 
in the company. These were Jerome H. Mc- 
Kean, a hotel clerk, for $1000; Irving T. Tan- 
nenwald, a clerk, ‘for $2000, 4nd Harold °L. 
Gillies, broker, and son of the New York Life’s 
comptroller, Isaac E. Gillies. Commenting 
upon this case the New York Life bulletin 
says: 

Young Mr. Gillies’s case is pecuiarly lament- 
able, and shows the great value of life insur- 
ance, He wasa young man of promise, twenty- 
six years old, just starting ona successful 
business career. Happening on the street at 
the fateful moment, a wife and a small child 
were suddenly left without a provider. About 
a year before he had taken a $10,000 policy. 
He hesitated a little at the genefal accident 
clause, providing for double the amount. He 
thought he was not particularly exposed to 
accidents, but fortunately did accept the policy 
with double indemnity included and his family 
will have $20,000 from the New York Life in- 
stead of $10,000, which was the policy’s face. 
The two other claims were under policies taken 
in 1909 and 1915, before the double indemnity 
feature was introduced. 


New Life Company in Canada 

The first new life insurance company to be 
formed in Canada for several years is now be- 
ing organized, according to Canadian Insur- 
ance. The Ontario Equitable Life and Acci- 
dent Insurance Company is to have a capital of 
$2,000,000 and will be under the management of 
Sydney C. Tweed, who has been superintend- 
ent of agencies for the Mutual of Canada. 
Head offices will be at Waterloo. 





Fidelity Mutual Appointment 

H. Gordon Hurd, A. I. A., F. A. S., has 
heen appointed assistant actuary of the Fidelity 
Mutual Life of Philadelphia and will take up 
his new duties about October 15. Mr. Hurd is 
now assistant actuary of the Great West 
Life Assurance Company of Winnipeg, Mani- 
toba, and has been identified with that company 
since he graduated from Toronto University 
in TOIl, 

He succeeds I. W. Marshall, now assistant 
actuary of the Fidelity, who has accepted an 
official connection with the Provident Life and 
Trust. Mr. Marshall was formerly connected 
with the Provident and went with the Fidelity 
ahout five years ago. 

The Capitol Insurance Agency, of which J. W. 
Wolf is manager, has moved its Columbus, Ohio, 
offices to East Broad street. The Capitol is general 
agent of the Missouri State Life. 
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Our Policy Forms Contain the Following Provisions: 

Double Indemnity for accidental death, Total and permanent disability benefits, Par- 
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A 24-HOUR JOB 
Salesmanship is Such, With Work 
Effective, Recreation Effective 
and Rest Effective 





DIGNITY OF REPRESENTING 





Personal Bigness as a Selling Agent De- 
pends on the Workman on the 
Job Knowing Himself 





lollowing is a further instalment of 
the work entitled “The Selling Process,” 
written and published by Norval A. 
Hawkins, giving a valuable insight into 
the mechanics and psychology of sales- 
manship. 











We have considered now the raw material 
and the tools of Man-making. The remaining 
factor of the Man-ufacturing process is the 
workman on the job—yourself, myself. To 
what capability may we attain in making our- 
selves big sales-Men? 

A great many salesmen don’t know for 
whom they are working. They say mistakenly 
that they are working for such and such em- 
ployers. As a consequence of that wrong idea 
they quit being salesmen when the clock hands 
point to a certain hour, or when they finish 
what they call their day’s work. Each of us 
really is working for himself on this life job 
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of sales-Man making. And twenty-four hours 
of every day must be spent in development and 
maintenance of our sales-Man capacity. 

Let us suppose that each day is divided into 
three shifts of approximately equal length. 
3ut understand that each shift is a work shift 
equal, in importance and the result that should 
be accomplished, to the other shifts. 

We all recognize that in the shift when we 
are actively engaged in selling, we should apply 
ourselves fully and faithfully to our job. We 
know that the right kind of a salesman puts in 
his best licks while he is “on duty.” The 
so-called “work shift’ need not be discussed 
here and now. But we should appreciate that 
we never go off duty as salesmen, 

There is an old saying that “All work and no 
play makes Jack a dull boy.” The salesman 
needs recreation for his development. But he 
should take only such recreation as really is 
re-creative. The hours we spend of the job 
should all be put in on the job. There are 
forms of recreation that increase efficiency. 
And there are many ways in which a man may 
hurt his actual selling ability by misusing his 
play time. Let your development stop and you 
go backward or conditions leave you behind. 

The salesman who overworks at actual sell- 
ing decreases his effectiveness just as much as 
does the man who underworks. But there can 
be no overworking on the job of sales-Mau 
making. A good, brisk walk after riding for 
several hours on a train is excellent use of 
time, much better for one’s salesmanship than 


\ saving ten minutes by taking a street car or 


a cab. Reading something worth while will 
rest your mind better while you are riding 
between stations than will just dozing in your 
seat. And your spirit will be less refreshed by 
lying abed until noon Sundays than it would 
be if you got up bright and early to go out into 
the country to commune with the great soul of 
Nature. Use all your recreation time re-creat- 
ing yourself, physically, in mind, and in spirit. 

The rest shift ¥s as important in sales-Man 
making as is either of the other shifts. See to 
it that your rest is effective rest. You should 
rest in body, in mind, and in soul when you 
are abed. Determine how many hours of sleep 
you need—not all of us require the same— 
then make each minute count full value for 


your rest. Fresh air is of more importance 
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than a soft pillow in your recuperation of 
energy. And you cannot sleep effectively in 
body if your mind refuses to take a rest or if 
your soul is not at ease. 

There is another feature of the work you 
do which you should appreciate. When you 
call on a prospect and introduce yourself you 
say, “I represent” somebody or some concern. 
Usually that is just a form to the man who 
says it. He is not conscious that in himself 
his employer and his line are represented. 

When you present yourself before a buyer 
you really “stand in the place of” your house, 
in his actual sight and in his mind’s eye. That 
is what “represent” means—to stand in the 
place of, to act the part of another. It is a 
necessary part of your job of Man making to 
fit yourself for this representation of your em- 
ployer. 

If you are working for a house with ideals 
that you feel are unworthy of being built into 
your personality, quit that house. You must 
be that house, in yourself, if you are to repre- 
sent it most effectively. But if you have chosen 
well your field and your cmployer aad your 
line, build the policy of the house into your 
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character. Then, when you appear before a 
buyer, you will stand for the true meaning of 
“T reptesent.” 

Remember, too, that you represent yourself. 
Stand werthily for your own personal worth. 
Represent .big Manhood. The buyer appre- 
ciates that kind of representation and gives it 
his confidence, whether he-himself is small or 
Dig. 

Tne Man of salesmanship whom we have 
heen studying in a general way in this chapter 
isn’t an indefinite idea. He is each of us made 
as capable in selling as we severally can make 
him. None of us lack the raw materials from 
which a big sales-Man may be built, though the 
job may be harder for one than for another. 
The tools are in your hands for the Man-ufac- 
turing of every quality you need, physical, 
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mental and spiritual. You and I as makers of 

our own lives are thoroughly capable of doing 

a corking good job. 
New President of Lamar Life 

The board of directors of the Lamar Life, 
at a meeting held in Jackson, Miss., recently, 
appointed H. S. Weston president to succeed 
W. Q. Cole, who has resigned after a tenure 
of office of thirteen years. Mr. Weston lives at 
Longtown, Miss., and is prominently identified 
with the lumber industry in the South. He 
does not control a majority of the Lamar’s 
stock, but is the largest shareholder, and has 
been a member of the board of directors since 
the organization of the company thirteen years 
ago. 

C. W. Welty was made general manager of 
the company, in addition to his present posi- 
tion of vice-president and secretary. S, Dud- 
ley Owens, head of the policy department, was 
elected assistant secretary, to succeed Wesley 
Cole, resigned. 


Public Life Growing Quickly 

The Public Life Insurance Company of Chi- 
cago, which began business on May 5, 1920, 
has written to date more than two million of 
life insurance. It also shows substantial in- 
creases in assets and surplus. ‘Alfred Clovis, 
chairman of the board of directors, is in active 
charge of this aggressive young company’s 
affairs. 

War Risk Bureau’s New York Office 

Harry Burlingame, supervisor of the Second 
District for the Federal Bureau of War Risk 
Insurance, maintains an office at 25 West 43d 
street, New York, where premiums on all 
forms of policies may be paid, term policies 
converted, lapsed policies reinstated and any 
desired information may be obtained. 


Sub-Standard Risk Company 

The Medical Life of Waterloo, Ia., has filed 
articles of incorporation, giving the capital 
stock at $300,000. The company has been 
formed by a number of leading physicians who 
propose to insure risks declined by other com- 
panies for physical reasons until the said risk 
is restored to full health. 
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Large Group Insurance Contracts 

During last week the Connecticut Gen- 
eral wrote one of the largest group policies of 
the present year, having issued $10,000,000 of 
group insurance covering 8000 employees of the 
Arlington Mills, 1000 workers in the Acadia 
Mills and an additional 1000 in the Monomac 
Spinning Mills. The three concerns named 
are units in the so-called Whitman group of 
cloth mills and are located in the Lawrence, 
Mass., district. Paul Everingham, agent at- 
tached to the H. D. Comey office, general 
agents of the Connecticut General in Boston, 
made the deal. ; 

Employees of the three mills named are 
allowed $750 insurance, increasing $100 from 
the minimum of each six months of service 
until a maximum of $1500 is reached. Total 
disability clause up to age sixty is included. 

The Trans-Continental Oil Company of 
Pittsburgh has just taken out policies for more 
than $1,000,000 group insurance. Other com- 
panies recently placing group business with the 
Connecticut General are: 


Standard Plate Glass Company of Pitts- 
burgh, Liberty Bank of Buffalo, Bay State 
Storage and Warehouse Company, Springfield, 
Mass.; George W. Kugher & Sons, Philadel- 
phia: Eastern Grain and Elevator Company 
of Buffalo; Vesta Battery Company of Chi- 
cago; Armstrong Manufacturing Company 
and Blue Ribbon ‘Body Company, of Bridge- 
port, Conn.; Norwich Belting Company of 
Norwich, Conn.; Case Manufacturing Com- 
pany and National Patent Reed Company of 


Unionville, Corn. 
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A New York lunch room carries this sign: 
“We never permit a dissatisfied customer to 
leave.’ Then one of two things happens— 
either he is held a prisoner or changed over 
to a satisfied customer, Very expensive to keep 
and board him—cheaper to satisfy him. A Chi- 
cago firm has a similar slogan worded like 
this: “Never a dissatisfied customer.” The 
idea is right. When something goes wrong, 
whoever is to blame, fix it! Keep patrons 
Then, in our business, 
You can’t 


pleased with service. 
we multiply customers and friends. 
reach the limit of personal production without 
friends—and you can’t make new friends un 

less you treat the old ones right. Satisfy every 
one of them all the time. 

The bee-martin of Mexico is a remarkable 
bird. It has a clever trick of ruffling up the 
feathers on top of its head into the exact 
semblance of a beautiful flower. When the 
busy bee comes along to sip the honey from 
the suppdsed flower it is quickly snapped up by 
the bird. Easy way to get dinner, but tricky— 
deceptive—unfair. This pregending to be what 
you are not calls for the strongest denuncia- 
tion. Real salesmanship does not lure cus- 
tomers by questionable methods. It makes 
things appear, to a prospective buyer, as they 
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are. Tell the exact truth about your company, 
your goods, your competitors—and then, when 
you effect a sale, it sticks. Besides, there is so 
much good about your company, your goods, 
your competitors, that the truth is far better 
than any fiction you can concoct. Sing the 
libretto, don’t ape the Sirens. 

“I know he won’t give me a pleasant look,” 
said an agent to me one day when I suggested 
that he see a certain business man. Licked be- 
fore he saw his man. Went out to see him con- 
vinced that he couldn’t write him—and, of 
course, failed. Afraid of his shadow—afraid 
of a hard job—afraid to be turned down— 
afraid of a man made of common clay! 
Shucks! Suppose you don’t ‘get a pleasant 
look, it is your business to transmogrify that 
scowl into a smile. May be a frown when you 
blow in but the glad hand when you leave with 
the application signed up—that’s salesman- 
ship. 

He was justaclerk in an art store—$15.00 per 
week. The manager of one of our best com- 
panies discovered him—thought he saw _ suc- 
cess stamped on his face and succeeded in clos- 
ing contract with him. In three years he 
owned his home, a sedan, had some bonds, 
money in the bank and was producing $600,0co 
of new business per annum. “Full many a 
gem of purest ray serene, etc.” You can't 
always tell but there are certain principles or 
characteristics that are unmistakable, enabling 
a wise manager to pick good material. Here 
are a few of the more important: a pleasing 
address—a gracious manner—an air of con- 
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gressive Company. 
Liberal contracts with at- 
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Providers Life Assurance Co. 
Home Offices 


10 South La Salle Street 
CHICAGO, ILL. 











fidence without being brazen—a good educa- 
lion, university degree not necesgsary—clean 
habits—many others, but a man or woman 
possessing the above will come far short of 
failure. R. O. Tictros 


The South School district of Hartford, the 
largest in the city, has,taken out group insur- 
ance for 180 teachers in five schools with the 
Etna Life. This is believed to be the first 
instance in Connecticut of school teachers be- 
ing protected by group policies. 








1860 


16th, 1860: 


Liabilities 
$10,000 
5,866,390 


Assets 
$194,545 
6,640,004 
14,825,966 13,701,958 
34,104,782 29,360,065 
58,215,528 53,133,246 


Jan. Ist 


ISGL .... 
1875., 
1890... 
1905... 


1920. . 


Paid to  Policyholders 
since organization 

Assets held as security for 
Policyholders 

Net Gain to Policyholders 
after payment of all ex- 
penses and taxes....... 








The Guardian Life Insurance 
Company of America 


60th Anniversary 


The following figures show the growth of this 
Company since the first policy was issued on July 


Surplus & 
Div. Funds 
$184,545 
778,614 
1,124,008 
4,744,717 
5,082,283 200,179,021 


Received from Policyholders.......... $172,071,765 


$130,142,891 


58,215,528 


NEW BUSINESS PAID FOR 1919. . $37,342,844 
A GROWING COMPANY FOR GROWING MEN 


For a direct Agency connection address 


T. LOUIS HANSEN, Vice-President and Agency Manager 
50 Union Square, New York City 


IU 0 





1920 


Peat tUUUETGALTUIUTESLAL TOAST UE OLE TEETER 


Insurance 
in force 
$499,979 

34,090,100 
54,199,371 
104,327,267 


188,358,419 





$16,286,654 
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AMERICA 
_CENTRA 


Insurance Co. 


INDIANAPOLIS, IND. 


HERBERT M. WOOLLEN 


LIFE 








Established 1899 





PRESIDENT 
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NEW YORK SURVEYS 
The Increase in Insurance Courses.—All 
are familiar with the fact that from the kinder- 
garten to the post-graduate courses of our uni- 
there is the largest enrollment by a 
that 
This increase in enrollment is an 
crease beyond the 
ight avs been expect ted with the growth of 


P 


versities 
high 
known. 


percentage this country has ever 
in- 
nominal percentage which 
shown in all 
the 
departments. 


not in 


the country This increase is 


departments of learning, no more so in 


| other 


commercial than in the 
We, however, 
the general question, but in the very rapid in- 


In New York City 
and 


are especially interested, 
crease in insurance courses. 
at the present time, Columbia University 
York University are both conducting 
courses in insurance. In New York University 
the courses are doubled, because they are given 
at the Wall Street Division as well as the main 
on Washington Square. But 
all these courses, and 


New 


school building 
one story is to be told for 
that is that the capacity of the room in which 
es can be held is the only thing that 
It would look as aaa com- 


includes insurance, 


the class 
limits the class. 
mercial education, 
had arrived. 

A Fire Prevention Day Suggestion.— 
There is always a danger in movements for re- 
form that too much will be undertaken. This 
always was true, but it is especially true at the 
preseat time, when we have fallen more or less 
(more rather than less) into the hands of the 
publicity man, who seems unable to do anything 
without an undue proportion of noise connected 
therewith. This being a truism, it is possible 
that much of the good of Fire Prevention Day 
will be lost because of plans undertaken being 
so ambitious that none of them will be carried 


which 


out. Once, 
fallen the prophet who undertook the matter of 
arousing the people to rebuilding it laid down 
the principle that each man should build the 
This assigned 
as very 
Now, 


vall over against his own house. 
certain section and w 
efficacious in the rebuilding of the wall. 
very much helped if we 


him a definite 
fire prevention will be v 
similar method such as building the 
We suggest, 


adopt some s 
wall over against our own house. 





when the walls of Jerusalem had 
~ 


therefore, that you inspect your own dwelling 


and if you 


live in an 


We sug 


apartment 
further, 


for fire risk, 


| Pinan ie 
the baseiment. egest, 


Inspect 
that you inspect the building 
especially the 


vhich you occupy 


for business purposes, engine 
room and those other portions which you rarely, 
the 


States on 


We believe if this is done by 
the United 


e more bene 


if ever, visit. 
people oO! 
it will 


number of 


105,CC0,CCO 


October 9 I icial than a 


large under- 
taken, 
A Sprinkler Leakage 


wooden 


store- 


house is a two-story ing, joisted 


construction, and is occupied entirely for stor- 
age by the Putnam Woolen Company. 
the 


These un- 


The as- 


sured occupied the first floor for storage 
loom spoo!s. 


oi worsted yarn on 


leaded spools weigh from 40 pounds to 50 
re between two and 
floor. A six-foot 
irst floor, and the 


8-inch 


pounds apiece, and there we 


three thousand stored on this 


high basement ran under the 


Alcor was supported by 8-inch by pine 


posts. Overload pushed out 


either broxe or 
loor collasped for 


one of these posts, and 


a space of two ten-foot bays, taking with it 
posts supporting the second floor, thus causing 
the collapse of this floor This occurred 
iu the center of the floor, and as the floor tim- 


bers pulled away from the 
riser was broken off a: 


1 


side wall of the buildin leakage, 


1 e 1 
Vi ‘all ot tne 


little 


the branch sprinkler lines. 


therefore, ran down pie ruilding to 


the basement, and but | water leaked from 


This saved heavier 
water damage to the worsted yarn. 

The Mutuals Would Like the Stock Rates. 
feature of the mutuals’ 


—The distinguishing 


convention, just held Boston, was the adop- 


tion resolution to the effect 
that the mutual companies should be admitted to 
membership in all of the g zations 
throughout the United States. The object back 
and 


unanimously of a 


rating organiz 
rates 
ibute t ) 


pre- 


of this, of course, is to secure the 
believe they would contr 


their 


rules, and we 


the support of the organizations on 
mium receipt basis, the same as the stock com- 
There undoubtedly will be 
and perhaps it is well to 


panies do. a strong 
for this thing, 


cemmence thinking about it in 


ie 
drive 
advance and so 


ready to meet it in as broad a way as pos- 
and done, is it not 
get these direct, rather 
they want to know 


sible. After all is said 
better for the mutuals to ¢ 
because eto 


it out, 


than indirect, 
it they can find anyway ? 
PHILADELPHIA NOTES 
Phillip Well Again. — Phillip 
of the adjusting 
the Delaware Underwriters, has 
his desk after a 


1c sk 


Reuger 
head and claim de- 
partment of 
returned to week’s absence 
caused by a serious illness. 

A Poet in Philadelphia—wWilliam T. 
Benallack, the 
Michigan Fire and Marine Insurance Company 
known in the West as 


home office general agent of 
and better 
something of a poet, was in this city last week 
Mr. has 


who are always glad to 


of Detroit, 


for a few days. Benallack many 


friends in this city 


welcome him. 

Nebraska 
Rockey, vice-president of the Bankers 
f Lincoln, Neb., 
hia visitor last week. The Bankers Auto- 
Company, controlled by the 
has applied for admission to 
, having been 


Man Visiting East.—I. W. 
Fire In- 
surance Company of was a Phil- 
adel] ph 
mobile Insurance 
same interests, 
Pennsylvania, the former company 
admitted to the State some months ago. 
Insurance Society Activities—The Fire 
Insuratice Society of this city is again entering 
winter, and a very profit- 
The needs met by 
and it is to 
not 


has 


upon the work for the 
contemplated. 


able season is 


this institution are commendable, 
be regretted that many other cities have 
similar Recently the society 
called upon its members for a voluntary sub- 
scription to a fund to meet the added cost of 


ation of the society, and from reports the 


societies. 


oper 
request is meeting with great success. 


CHICAGO AND THE WEST 
Illinois Local Agents’ Meeting.—The re- 
cent annual meeting of the Illinois Associa- 
Agents, held at Peoria, 
The reports of the officers 


tion of Insurance was 
success. 


that the organization is in an excellent 


quite a 
showed 
cendition, having a membership of 585, which 
beginning of the 
State Fire 


is 300 more than it had at the 


fiseal year. Talks were made by 


REINSURANCE ONLY 


GLOBE NATIONAL FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, Secretary and Gen’l Mer. 
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“The Leading FIRE INSURANCE Co. of America” 
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WM. B. CLARK, President 


One Hundred and One Years of satisfactory 
dealing has developed for this Company its 
splendid reputation and great business 


Losses Paid over 


» $183,000,000 














$100,000,000 
INTERNATIONAL LIFE 


INTERNATIONAL LIFE PUTS 
MORE THAN THREE YEARS’ 
GROWTH INTO ONE YEAR 
BY INCREASING INSUR- 
ANCE IN FORCE ABOUT 
33144% DURING 1919 


Closing the calendar year of 1919 with 
insurance in force $101,967,853.00 
($100,437,000 on paid for basis) as com- 
pared with about $77,000,000 of insurance 
in force December 31, 1918, the Interna- 
tional Life has disclosed by its tenth 
annual statement that it has become a 
one hundred million dollar company in 
about ten years by increasing its outstand- 
ing insurance by about thirty-three and 
one-third per cent. in one year. 








Home Office 
COMPARATIVE STATEMENT OF GAINS 
Dec. 31,1919 Dec. 31, 1918 Gain 


Per cent. 

po in Force$101,967,853.00 $77,042,499.00_ $24,925,354.00 32.per cent 
oa 13,261,727.40 11,593,728.40  1,667,999.00 14 per cent 
—— 3,414,125.21  2,655,494.37 758,630.84 28 per cent 


Reserve for 
Policyholders 11,801,265.46 10,233,325.43 1,567,940.03 15 per cent 


Surplus to Pol- : 
leyhatders. ‘ 776,875.10 652,605.99 124,273.11 19 percent 
Progressive management coupled with an attractive group of policy con- 

tracts gives to prospective policyholders and to agents a great opportunity 

to grow up with and enjoy the benefits of a ‘Company of Today With 


Methods of Tomorrow.” 


INTERNATIONAL LIFE OF ST. LOUIS 














Prosperity Awaits You Here! 


THE SOUTH IS RICHER NOW IN OPPORTUNITIES 
THAN IN YEARS. Never was there so much money in 
circulation. 

THE FARMER, the merchant, the manufacturer need and are 
buying more insurance. 

SOME CHOICE TERRITORY in Texas and Arkansas for 


Field Supervisors who can produce business and instruct Agents. 
Salary and commission. 


LOUISIANA STATE LIFE INSURANCE COMPANY 
H. CLAY BROWN, Supt. of Agencies, SHREVEPORT, LA. 

















ONLY RURAL OLD LINE 
COMPANY 


Low Participating rates; double indemnity insurance; shortest, 
cleanest policies in the world; complete protection disability clause. 


THE AGRICULTURAL LIFE INSURANCE 
COMPANY OF AMERICA 


FRANCIS F. McGINNIS, 
President, General Counsel and Founder 


We are writing at the rate of six millions a year and 

have a particularly attractive proposition for men with 

clean records who can deliver the goods—as General, 
State or District Agents. 


WILLARD E KING, Vice-President and Manager of Agencies 
FRANKLIN A. BENSON, Secretary and Superintendent of Agents 


Home Office: BAY CITY, MICHIGAN 











A Wider Fieid—An Increased Opportunity 


Our Agents can sell policies on the annual premium 
plan, up to $3,000,.to young men and young women 
as young as age 2—Protective insurance and Educa- 
tional and Business Start Endowment insurance. 
This extension’of the age limit for Ordinary insurance 
down to age;2 helps our Agents considerably. We 
issue Participating and Non-Participating policies. 
As regards adults, we write contracts with Double 
Indemnity provisions covering any kind of fatal acci- 
dent, or with Double Indemnity provisions covering 
fatal travel accident only, as may be desired. We 
issue policies with Waiver of Premium and Disability 
Annuity or Instalment Payment features. We insure 
males and females at the same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILL. 














The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy 
contracts from age 3 months next birthday to 60 years. 

INDUSTRIAL POLICIES are in full immediate 
benefit from date of issue and are up-to-date in every 
respect. 


ORDINARY POLICIES contain a_ valuable 
TOTAL AND PERMANENT DISABILITY 
Clause and DOUBLE INDEMNITY features and 
are guaranteed by State endorsement. 








A Home Life policy brings peace of 
mind to the man who loves his family. 











BASIL S. WALSH. President P. J. CUNNINGHAM. Vice-Pres. 
JOSEPH L. DURKIN, Secretary JOHN J. GALLAGHER, Treas. 


Independence Square Philadelphia, Pa. 
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Marshal Gamber on “lire Waste,’ Frank T. 


Insurance,’ TJ, Alfred 
. aste.” The foilow- 

A, Giberson, 
toe 


treasurer. 


Morse on “Casualty 


leming on “Credit vs. 
ing officers were elected: presi- 
dent; J. A. 
and George M. 


\Tol 
Pope, vice-president ; Lohan, 


secretary, Munroe, 


Chairmen of the various standing committees 


as follows: Grievance, George 
legislative, L, A. 


Hazlett. 


were elected 
North 
prevention, 

Insurance Club Activities.- 
A. Clark has appointed the following booster 
committee: E. Irving Fiery, chairman; A. T. 
Graham, Donald M. Wood, George I. Gehrke, 
George C. Young and W. A, Benoliel. It will 
be the duty of this committee to increase the 
membership of this club. Mr. Clark also ap- 
pointed G. C. Whitaker chairman of the enter- 
tainment committee. 

Change in Governing Committee.—Presi- 
dent Tuttle of the Western Union has made one 
change in the personnel of the governing com- 
substituting H. C. Eddy in place of 


Taylor; Howes; fire 
Fred R. 


-President H. 


mittee, 
himself. 


A new Prooklyn agency has been opened by Will- 


iam E. King and James F. Hamilton, as William EF. 
King & Co. They will represent the Palatine of 
London. 

RE ARTI Ae oe Te eT - he 


CAPITAL $500,000. 


CITY 


CAPITAL $250,000. 





NORTH BRANGH 


INSURANCE 
CONMPANY, 


NATIONAL BOARD EXPANSION 
New Offices to Be Cpened in San Francisco 
The National Board of Fire Underwriters 
will open offices in San Francisco as soon as 
possible in accordance with 
dorsement given to the scheme by the executive 
committee of the board. The object is to give 
more complete service to the Pacific Coast ter- 


the unanimous en- 


ritory. The action has received the approval 
of the Board of Fire Underwriters of the Pa- 
cific, 


Several engineers will be located in the new 
offices for the purpose of inspecting Western 
cities. C. R. Morgaridge, assistant manager 
of the board, is now on his way to the coast in 
order to make all the arrangements incident to 
its opening. Constant touch with the main 
office in New York will be maintained, although 
the general management will be under the Pa- 
cific Coast members of the standing commit- 
tees of the board. 


Equitable Fire and Marine Increases 
Capital 

The capital of the Equitable Fire and Marine 
Company of Providence, R. I., which is con- 
trolled through stock ownership by the 
Phoenix of Hartford, has been increased from 
$750,000 to $1,000,000 and $250,000 has been 
added to the surplus. 


Fire Insuraticé 








ARRANGEMENTS COMPLETE 





Program for Des Moines Gathering 
of Insurance Agents 


EDSON S. LOTT ON MUTUALS 





Discussion of Casnalty Expirations and 
Bank Agencies 

The completed program of the National 
Association of Insurance Agents has been 
given out. There are but few changes from 
the summarized program printed in THe Spec- 
TATOR previously. Headquarters will be at the 
Hotel Fort Des Moines and all meetings will 
be held at the Coliseum. The program fol- 
lows: 

TUESDAY, OCTOBER 19 
Meeting of executive committee. 
The executive will meet in its room on 


the mezzanine Fort Des Moines, at 2 
o’clock P. M’. 


All other standing committees will meet at 4 P. M. 
in same room on mezzanine floor. 


“‘Good-Time-Get-Together’”” Dinner—8 o’clock, ban- 
Hotel Fort Des Moines, mezzanine floor. 


committee 


Hotel 


floor, 


quet room, 
WEDNESDAY, OCTOBER 20 
) A. M. at the Coliseum 
Greetings from his Excellency, Governor W. L. 


Iowa. The president’s annual address— 
Perth Amboy, N. J. The executive 
James L. Case of Nor- 
the committee on reso- 
nominations. Presenta- 


Harding of 
Fred J. Cox of 
committee’s report—Chairman 
wich, Conn. 
lutions and the committee on 
tion of communications. The secretary-treasurer’s re- 
port—Walter H. Bennett of New York city. The 
finance committee’s report—Chairman Charles F. Wil- 
of Fitchburg, Mass. General open discussion. 
(This featude of a general discussion on any desired 
subject will close each session of the convention.) 

The officers of the National Association will meet in 
conference with all State presidents and State secre- 
taries at a luncheon at 12:15 in the luncheon room, 
mezzanine floor, Hotel Fort Des Moines. 


Appointment of 


son 


2 P. M., at the Coliseum 


Bank Insurance Agencies.—A discussion led by 
Matt T. Mancha of Los Angeles, Cal., president of the 
California Association of Insurance Agents, foliowed 
by Hon. Joseph Button, Insurance Commissioner of 
Virginia; Fred B. Ayer of Cleveland, Ohio, member 
of conference committee of National Association of 
Insurance Agents, and James T. Catlin, Jr., of Dan- 
ville, Va., president of the Virginia Association of 
I.ocal Fire Insurance Agents. 

An address by Charles Lyman Case of New York 
city, United States manager of the London Assurance 
Corporation, president of the National Board of Fire 
Underwriters and chairman of the conference com- 
mittee from the National Board of Fire Underwriters, 








hme INSURANCE 
FURE COMPANY, 


INCORPORATED 1911. 
NET SURPLUS $160,473.14. 





INCORPORATED 1870. 


NET SURPLUS $68,381.07. 


OF PENNA., PITTSBURGH 


SUNBURY, PA. 


ASSETS $1,392,556.14 


ASSETS $660,328.77 
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NOW READY 


The Insurance Year Book for 1920-192] 


FORT Y-EIGHTH 


ANNUAL ISSUE 





ANNOUNCEMENT 


THE INSURANCE YEAR BOOK is issued in two volumes for 1920-1921 as heretofore, and embraces numerous 
important features. One contains the statistics of Life, Casualty, Surety and Miscellaneous companies, the other relates 
to Fire and Marine Insurance. All the statistical and other matter that they contain has been compiled with the greatest 
care by experienced insurance statisticians, the figures being taken from official reports. These volumes together con- 
stitute a trustworthy encyclopedia of insurance information. 

The volume devoted to LIFE, CASUALTY, SURETY AND MISCELLANEOUS INSURANCE contains the 
standard tables of Life, Casualty and other Companies brought down to include the official figures of 1919 for each 
company, in comparative form, for a series of years. Other tables show the standing and business transactions of 


Foreign Life and Accident Companies. 


THE FIRE AND MARINE INSURANCE volume contains elaborate statistics of the Fire and Marine Insurance 
Companies doing business in this country, in comparative form, for five years, (mutual companies, three years), together 
with details of assets and liabilities, and much other information. Tables are also given showing the status and trans- 
actions of all the principal Stock Fire and Marine Insurance Companies of the world, and much other important informa- 
tion relating to Fire and Marine Insurance. It also embraces statistics showing the means of fire protection in nearly 
8,500 cities and towns in the United States and Canada, and a Directory of 63,000 Agents, Adjusters and Attorneys. 


EACH VOLUME {S COMPLETE IN ITSELF 





LIFE, CASUALTY, SURETY AND MISCELLANEOUS INSURANCE 


The volume devoted to Life, Casualty, Surety and Miscellaneous Insurance contains departments relating to such 


Companies under chapters headed as follows: 


EQUIREMENTS. STATISTICS OF FOREIGN COMPANIES. 
SU ORCE IN CANADA. LIFE UNDERWRITERS’ ORGANIZATIONS. 
RETIRED AMERICAN COMPANIES. DIRECTORS OF COMPANIES. 
GENERAL AND SPECIAL AGENTS. | ; ; 
These several chapters apply to the special features of Life and Miscellaneous 
Insurance, and are entirely different from similar chapters enumerated below for 
Fire and Marine Insurance. 


ANCE TRANSACTIONS FOR FIFTY YEARS. 
a Vr series of tables that have formed an important feature of THE 
Year Book for many years, presenting in comparative form the business transac- 
tions of all the American Life Insurance Companies for fifty years. They show the 
current business of the Life Companies in a concise manner for ready reference. 


NDIUM OF OFFICIAL LIFE INSURANCE REPORTS. : 
“ca ipponent series of tables, occupying one hundred and thirty-seven 
pages, giving the comparative exhibits of the business and financial standing of all the 
Life Insurance Companies of the United States, is presented under this heading. These 
tables are compiled from official reports and form the most comprehensive analysis 
of the annual statements of life insurance companies ever presented. These tables 
have met with great favor since their first publication, and they have been extended 
and improved for the present edition of THE YEAR Book. 


LIFE INSURANCE HISTORY. 

Under this heading a tabular exhibit is presented covering the transactions of all 
existing Life Insurance Companies for the past twenty years. The tables show the 
receipts of companies from policyholders, their investments, etc.; disbursements to 
policyholders under separate headings; expenses, total disbursements, new _busi- 
ness, insurance in force at the close of each year, assets, liabilities, surplus, and in 
fact all the material points that are contained in the statistics regarding the transac- 
tions of recent years. 


CASUALTY, SURETY AND MISCELLANEOUS INSURANCE, 

A separate section is devoted to these important branches presenting a vast amount 
of information, statistical and otherwise. The section opens with a carefully prepared 
synopsis of the statutory requirements concerning the admission of companies to 
other States. Liability and workmen’s compensation insurance is exhaustively 
treated so as to show the methods of operation, while the plans of other branches 
are also presented. The statistics cover a period of ten years and are arranged 
in an easily comprehended form, while giving all essential items. The department 
of Business by States occupies 140 pages and will be found of great value. 
The fact that everything relating to CAsuALTyY, SURETY AND MISCELLANEOUS 
CoMPANIESis now brought together makes THE YEAR Book more valuable thaa 
ever to that class of underwriters. 





FIRE AND MARINE INSURANCE 


The following list of chapter headings indicates some of the prominent features of the Fire and Marine Volume: 


REPORTS OF FIRE INSURANCE COMPANIES. _ Under this chapter head are 
presented detailed statements as of Dec. 31, 1919, of the respective fire and marine 
insurance companies and Lloyds operating in the United States, with comparative 
tables covering their essential statistics for 5 years (stock companies) or 3 years 
(mutual companies); also giving officials’ and directors’ names; lists of field men and 
territory covered; descriptions of real estate and mortgage loans; descriptions of 
securities owned, with their market values by classes; risks and premiums in force; 
business since organization; data concerning San Francisco. and other conflagration 
losses, capital changes and surplus contributions, etc. This chapter_embraces the 
following classes of companies: American Stock Fire and Marine Ins. Cos. (licensed) ; 
Foreign Fire and Marine Ins. Cos. (licensed in the United States); American Mutual 
Fire and Marine Ins. Cos.; Underwriters’ Agencies; Lloyds and Reciprocal Under- 
writers’ Associations; Unlicensed American Fire Ins. Cos.; Unlicensed Foreign Fire 
and Marine Ins. Cos. 


MERICAN BUSINESS.—NEW YORK CITY PREMIUMS (by companies for 
2 ro FIRE LOSSES IN NEW YORK (47 years). STATE INSURANCE 
OFFICIALS. NEXT LEGISLATIVE SESSIONS. SHORT RATE SCALES. 
FIRE LOSSES IN THE UNITED STATES (45 years) FIRE INSURANCE 
STOCKS AND DIVIDENDS (25 years). NATIONAL BOARD TABLES (risks, 
remiums and losses, 60 years) TAXATION OF FIRE INSURANCE COM- 
ANIES. RISKS COVERED BY AUTOMOBILE POLICIES. AUTOMATIC 
SPRINKLERS. STATISTICS OF FIRES IN AMERICAN CITIES AND IN 
FOREIGN CITIES. RETIRED COMPANIES. RECEIVERS. UNDER- 
WRITERS’ ORGANIZATIONS. LISTS OF INSURANCE LAWYERS, 
BROKERS AND COMPANIES ACCEPTING SURPLUS LINES, AND _ IN- 
DEPENDENT ADJUSTERS. LIST OF STOCK COMPANIES TRANSACTING 
TORNADO INSURANCE. FIRE INSURANCE IN_ CALIFORNIA FOR 34 
YEARS. FIRE PREMIUMS IN VARIOUS CITIES IN 1919. TAXES PAID 
BY FIRE INSURANCE COMPANIES IN 1919. 


STATISTICS OF FOREIGN COMPANIES. INSURANCE IN FOREIGN 
COUNTRIES (embracing special consular reports, etc., from all parts of the world). 
INSURANCE IN CANADA. LATEST HOME OFFICE STATEMENTS OF 
FOREIGN COMPANIES. 


FIRE DEPARTMENTS AND WATER SUPPLY.—This exceedingly valuable 
department embraces 484 pages of data concerning the equipment for fire protective 
purposes of nearly 8,500 cities and towns in the United States and Canada. The 
information herein presented has been gathered from reliable sources, and forms a 
most useful reference work for practical underwriters. 


NOTABLE CONFLAGRATIONS IN THE WORLD’S HISTORY.—A list of 
the more important fires from B. C. 1897 to A. D. 1920. 

LARGE FIRES IN THE UNITED STATES AND CANADA.—This list comprises 
the fires which have occurred in the United States and Canada in the last two centuries 
and which are believed to have each inflicted damage amounting to at least $1,000,000. 

DIRECTORY OF INSURANCE AGENTS IN THE UNITED STATES AND 
CANADA.—A list comprising about 63,000 insurance agents, specifying the classes 
| of business transacted by each. 

UNLICENSED COMPANIES.—In the chapter devoted to “ Reports of Fire Ingur- 
ance Companies”’ is given much information as to Foreign companies which operate 
in this country without the authority of State Insurance departments. Very useful 
to agents, brokers, reinsurance clerks and the insured. 

MARINE DATA.—Policy forms; York-Antwerp Rules, Statistics, etc. 

LLOYDS AND RECIPROCAL UNDERWRITERS.—In the chapter devoted to 
“Reports of Fire Insurance Companies’ is given much information concerning the 
numerous Lloyds and exchanges operating in various parts of the country. 
MISCELLANEOUS TABLES.—There are also other tabulations, giving risks 
| written and [n force; fire patrols; etc. 





THE INSURANCE YEAR BOOK during its many years of publication has obtained a recognition among underwriters of all classes as a 
standard authority upon ail matters pertaining to the business of insurance, It is invaluable to managers of companies as well as to the active 
men engaged in field work. The volumes are handsomely bound in cloth with heavy board covers, and printed on fine paper with clear, legible 


type 


" PRICES.—The following are the prices of THE INSURANCE YEAR Book, for the separate volumes or for the complete set: 


Life, Casualty,Surety and Miscellaneous Insurance, $10.00. Fire and Marine Insurance, $10.00. Both volumes, when ordered together, $18.00 


Sent prepaid to any address in the United States, or any country in the Postal Union (except Great Britain), on receipt of price; 


to other countries the extra cost of postage to be added. 


All customs charges in foreign countries must be paid by the purchaser. 


THE SPECTATOR COMPANY, 135 William Street, New York 
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accredited to the National Association of Insurance 
Agents. 
Reinsurance of Mutual Lines by Stock Companies.— 


A discussion led by O. G. Strong of Cleveland, Ohio, 


Manchester Company, followed by Loyal Durand of 
Milwaukee, Wis., member of casualty and surety com- 
mittee of National Association of Insurance Agents, 
and Fred C. Odell of Greensboro, N. C., president 
of the North Carolina Association of Insurance Agents. 

General discussion of above subject by members. 

Development.—An address by Cecil F. Shallcross of 
New York City, United States manager, North British 
and Mercantile Insurance Company. 

General open discussion. 

The conference committee of the National Work- 
Lott, 
chairman, and the general conference committee of the 
National Fred J. 
Cox, chairman, will meet in joint session in the con- 


floor, 


men’s Compensation Service Bureau, Edson S. 


Association of Insurance Agents, 
room on the mezzanine 
at 5 o'clock P. M. 


ference committee 
Ilotel Fort Des Moines, 


THURSDAY, OCTOBER 21 
10 A. M’, at the Coliseum 
discussion led by G. Arthur 


eedom 


Office Efficiency.—A 
Howell of Atlanta, Ga., followed by James B 
of Leedom, Miller & Noyes, 
Kennon V. Rothschild of St. Paul, Minn. 


General discussion of above subjects by mem 





and 





Milwaukee, V 





Mutualism and Socialism.—An address by Edson S. 
Lott of New York city, president of the United States 
Casvlty 
committee appointed by the National Workmen’s Com- 


Company and chairman of the conference 


pensation Service Bureau, accredited to the National 


Association of Insurance Agents. 





Reciprocal Competition.—A discussion 
Belk of 


vice-president of 


Mutual and 
Craig 


territorial 


Houston, Tex., Southwestern 
National Association of 
Insurance Agents, followed by Fred P. Abbott of 
William N. Stark & Co. of Worcester, Mass., and 
Louis T. Dobie, of Dobie & Bell of Norfolk, Va. 

General discussion of above subject by members. 

Reading of letters from casualty executives on the 
question of the ownership of casualty expirations, by 
the secretary. 


led by 


Casualty Expirattons.—A discussion led by George 
D. Markham of St. Louis, Mo.,.ex-president of the 
National Association of Insurance Agents, followed by 
Pinckney of Charleston, S. C., 
dent of South Carolina Underwriters Association, and 
W. D. Wilkinson of Charlotte, N. C. 

General discussion of above subjects by members. 


Lawrence M. presi- 


General open discussion. 
2 PP. M., at the Coliseum 

Greetings from the National Association of Casualty 
and Surety Agents, extended by the president of that 
association. 

Agents and Fire Departments.—A discussion led by 
a member of the International Association of Fire 
Engineers, to be designated by the president of that 
organization. 

General discussion of above subject by members. 

Our Great Pan-American Opportunities—An ad- 
dress by the Honorable John Barrett of Washington, 
D. C., for a quarter of a century director-general of 
the Pan-American Union, now president of the ad- 
ministrative council of the Pan-American College of 
Commerce, Panama, Canal Zone, Central America. 

Local Boards—The Need, the Value, the Results.— 
A discussion led by W. P. Battelle of the Whittaker, 
Battelle Company, Inc., Los Angeles, Cal., ex-presi- 
dent Los Angeles Insurance Exchange and member of 
legislative committee, California Association of In- 
surance Agents; Arthur W. Henry of Bingham & 
Douglass Company, Cleveland, Ohio, member of Fire 
Insurance Club of Cleveland; A. G. Chapman of the 
Chapman Insurance Agency, Louisville, Ky., member 
of the Louisville Board of Fire Underwriters. Gen- 
eral discussion of above subjects by members. Report 
of committee on nominations, and election of officers. 
General open discussion. 


FRIDAY, OCTOBER 22 


10 A. M., at the Coliseum 
Advertising Schemes.—A discussion led by L. H. 
Stubbs of Cedar Rapids, Ia., president of the Iowa 
Association of Insurance Agents. 








General discussion of above subject by members. 

Suggestions—An address by C. M. Cartwright of 
Chicago, Ill., managing editor of The National Under- 
writer. 

Progress of Agency Qualification 
Thomas B. Donaldson, Commissioner of Insurance of 
the State of Pennsylvania, secretary conference com- 
mittee of the National Convention of Insurance Com- 
Association of 


Laws.—By Hon. 


missioners, accredited to the National 
Insurance Agents. 
General discussion of above subject by members. 
Report of committee on resolutions. 
Discussion and consideration of resolutions. 


General open discussion. 


2 P. M., at the Coliseum 
Discussions, postponed or unfinished. Presentation 
of the Des Loving 
awarded to the 


trophy—a Cup to be 


(other than 


Moines 


State Iowa) having the 


largest registered attendance at the convention. Pre- 


ion of president’s trophy to the State showing 








sentat 
the in paid membership for 
1 


past year. Presentation of National Association gavel 


per cent increase 


rs during 





to the State securing largest quota of m 
membership drive, June-July, 1920. Unfinished busi- 


7 


ness, discussion and disposition of. New business. 


Adjournment. 


HOME WILL WRITE NEW LINE 
Crop Investment Insurance Added to List 
of Covers 

The Home of New York has announced that 
it will write crop investment insurance, a new 
form of cover offering to farmers an oOppor- 
tunity to their investment in crops 
which may subsequently fail. 


insure 
The cost of seed, 
preparation of the ground, planting and culti- 
vation are the items which are included in the 
new cover. 

The farm department of the Home will take 
care of the underwriting of the new business. 
Lesch & Connell are managers of the farm 
business in Chicago and Nelson H. Simmons 
of Syracuse in the east. 

Crop investment insurance will fill a long 
felt need throughout the country. Toa farmer 
with a small capital, the loss of any part of it 
is usually in the nature of a catastrophe from 
which it may take him several years to recover. 
This is, of course, more particularly true on 
the farms which depend on a single crop as is 
the case in many parts of the West. 


WILL MEET IN WASHINGTON 
South Eastern Underwriters Fall Gathering 

The South Eastern Underwriters Associa- 
tion will hold its fall meeting on Tuesday, 
November 16, in Washington. The business 
to come before the meeting is small and it is 
not expected that any important action will 
be taken. 

The matter of violation of the graded com- 
mission rule is a much-talked-of question, but 
it is doubtful if the association will consider 
that there is sufficient conclusive evidence at 
hand to warrant any action. The accusations 
of the W. L. Dechert agency of Harrisonburg 
have not been substantiated, and in view of the 
fact that Mr. Dechert has not pushed them, 
there seems to be little reason to believe that 
the association will give them more than pass- 
ing notice, 





—The Underwriters Salvage Company has voted to 
increase its capital stock from $50,000 to $100,000 
by transferring the necessary funds from the accumu- 
lated surplus. 
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NORTHWEST FIRE MEN 


Underwriters Annual Meeting at 
Chicago 


EDSON S. LOTT SPEAKS 


Program Includes Many Prominent 
Speakers—Variety of Subjects 


The 


opened 


Northwest 
Hotel 
The meeting 
was well attended by agents and 


Fire Underwriters of the 


their annual meeting in the 
La Salle at Chicago yesterday. 
executives 
Edson S. Lott de- 


livered the opening address yesterday morning. 


from all over the country. 


Fred J. Cox, president of the National Asso- 
Charles H. 


Coates, Western manager of the National Lib- 


ciation of Insurance Agents, and 


erty, also spoke yesterday. Mr. Cox had for 
his title “The Man Behind the Mr. 
Coates spoke on “Aircraft Insurance.” 

Edson S. Lott made the leading address at 
the meeting, his general subject being Mutual 
Insurance. He stated his chief objection to 
mutuals in his usual pointed fashion as follows: 


Gun.” 


I have frequently pointed out that mutual liability 
and compensation insurance is socialistic, is economi- 
unsound and is politically destructive. It is a 
a mutual, 
inter-insurer would want to have applied to his own 


cally 
principle no patron of a reciprocal or an 
regular business. 

I hold tkat those 
through ins 


mutualization 
though 
ly—to hasten socialization and nationali- 


who patronize 


ance are doing their bit—even 






unintentionz 


zation, parasites on the economic system which has 


made our national development the marvel of the 
world. 

In order to show the relationship between 
mutual insurance and communism Mr. Lott 
makes a close analysis of both in the course of 
which he predicts that if the business man who 
takes out mutual insurance took the trouble to 
do the same and apply the knowledge he 
gained thereby to his own business, there would 
be less mutual insurance taken out. Referring 
to the communist propaganda found in Law- 
rence, Mass., shortly after the closing of the 
American Woolen Company’s mills, and other 
like cases, Mr. Lott characterized them as being 
of the same mind as the mutual insurance man 
who “attacks individual initiative, individual 
enterprise and individual responsibility in 
everybody but himself.” 

He continued by showing that mutual men 
actually work for a profit as do stock men, 
any other theory being simply “bosh.” His 
final conclusion was as follows: 

The average citizen does not detect the Red danger 
that lurks in mutual fire insurance. You field men, 
however, not only know it, but you also have the 
greatest possible opportunity to kill it. And I want 
to attend the funeral. 

A very detailed explanation of the Schedule 
Method for Automobile Classification was 
presented by A. R. Small, vice-president of the 
Underwriters Laboratories. He prefaced his 
talk by a brief explanation of the former 
method of classification used by the National 
Automobile Underwriters Conference which 
had as its basis the list prices of the various 
makes of cars. 

It is now 
Laboratories, 


the task of the. Underwriters 
according to Mr. Small, to 
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ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


j OLDEST, LARGEST, STRONGEST 
Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from 
$1,000.00 to $50,000.00. 


And Industrial Policies from $12.50 to $1,000.00 
CONDITION ON DECEMBER 31, 1919: 


OR NEO EE PEO TT ee $20,700,133.74 

OE ECCT TOOT LETTS. 18,650,203.62 

Capital and Surplus. .............. 2,049,930.12 

Insurance in Force............-.--- 176,501,808.00 

Payments to Policyholders. . * is 1,851,338.97 
ents to Policyholders 

pe el paneer - ¥ eee 23,840,173.80 


JOHN G. WALKER, President 








WISE AGENTS PUSH 


“AUTOMOBILE 
CASUALTY INSURANCE”’ 


WE ALSO WRITE 


Fidelity and Surety Bonds 
Plate Glass and Burglary Insurance 





Cc. O.MORSE 
President 


J. 


WICHITA, 


KANSAS 


“Conservative but Aggressive’’ 














The Fidelity and Casualty Company 
of New York 


92 LIBERTY STREET, NEW YORK, N. Y. 


Metropolitan Offices: 90 and 92 WILLIAM STREET 


Semi-Annual Statement, June 30, 1920 


ee ee renee en eer rer $22,122,676.73 
ERS eee Pere eT rere” 18,569,766.53 
cc Linck eek in dceddapenadescan as dedery 2,000,000.00 
SURPLUS OVER ALL LIABILITIES.............. 1,552,910.20 


75,086,450.62 


CASUALTY INSURANCE AND SURETY BONDS 


Fidelity, Surety, and Miscellaneous Bonds, Accident, Health, 
Burglary, Robbery, Plate Glass, Boiler Engine, and Fly- 
Wheel Insurance, Workmen’s Compensation, Automobile 
Liability, and All Other Liability Lines. 








NEW YORK 
WM. A. MARSHALL, President 
The 60th Annual Statement shows admitted Assets of 
$37,780,735 and the Insurance in Force $185,755,819,—a gain 
for the year 1919 of over $27,000,000. The insurance effected 
during the year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policyholders during 
the year was over $4,388,000. 
For Agency Apply to 
GEORGE W. MURRAY 
Superintendent of Agents 


256 BROADWAY, 





NEW YORK ; 











~ THE ARGUMENT OF RESULTS 


Show any open-minded person—needing Life Insurance—what the Great-West Life 
Assurance Company is doing for its Policyholders, and the arguments of RESULTS 
will usually win. 

What these results mean to the Agent only the Agent knows! 

There are unusual opportunities for competent, canvassers in he Great-West organi 
zation at the present time. Information on request. 


THE GREAT-WEST LIFE ASSURANCE COMPAN\ 


Head Office = Winnipeg 








Genes ccident 


FIRE AND LIFE 


7 ASSURANCE CORPORATION, Lid. 


oo RICHA2DSON, United States Manager 


GENERAL BUILDING - 47 & WALNUT STS. 
PHILADELPHIA 












THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892. 


Largest Fraternal Benefit Society of Women in the World 


A ‘‘Millionaire’’ Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 230,000 

The Reserve Fund is more than $13,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of its Members 
Cares for its Needy Sick 

Its Reviews are Social and Welfare Centers 


Write for information to: 


Miss Frances D. Partridge, 
Supreme Record Keeper, 
Port Huron, Michigan 


Miss Bina M. West, 
Supreme Commander, 
Port Huron, Michigan. 


THE GUARANTY LIFE INS. C0. 


DAVENPORT, IA. 





New Policy Contracts 
Excellent Territory Open 
Representatives Wanted 


L. J. DOUGHERTY, Sec’y and Mar. 
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schedule the various items of make-up which 
reduce the hazards of automobile underwrit- 
ing, especially fire and collision. He first ex- 
plains that these items of designs are only a 
part of each hazard, that the moral and ex- 
posure components are not in any way affected 
by design. He describes the method as fol- 


lows: 

The procedure in developing the schedules was sub- 
stantially as follows: All items of design, construc- 
tion, assembly and equipment thought to have the 
slightest bearing, either favorable or otherwise, upon 
the hazards being classified were listed. Following 
which, items related were grouped and weights were 
assigned to each group indicating their approximate 
influence on the total share which the physical 
features may have of the total hazard. During the 
entire development period the advice and assistance of 
automobile underwriters was sought 
and Frequent conferences were had 
committees representing the automobile industry, 
whose co-operation in the work of development of the 
schedule has been an important factor in its success. 
It was at the request of the insurance committee of 
the National Automobile Chamber of Commerce that, 
to avoid the implication of a manufacturer’s liability 
under subrogation or other the schedules 
assume a practicable car with a minimum of safe- 
guards and record credits for desirable features. 


The method of analysis of the various items 
was shown by a specific example by Mr. Small. 
He then went on to show how these construc- 
tion items were weighed against the moral and 
exposure components. 


adjusters and 


secured. with 


action, 


In practically all respects the inherent or built-in 
fire hazards of automobile construction are thus readily 
classified and measured relative to each other. There 
remains only the problem of determining the proper 
proportion of the total of this built-in hazard with 
respect to the exposure and moral hazard components 
of the total fire loss ratio and to adjust the method of 
classification to the established practices of the auto- 
mobile insurance business. The classification schedule 
provides some 8000 points credit for a thoroughly safe- 
guarded automobile job as compared with the assumed 
practicable job with the maximum hazard or minimum 
safeguards. This range of 8000 credits provides an 
enlarged scale, as it were, and compares in its limits 
with the range in loss ratio shown by the 1918 sta- 
tistics of the National Conference for some thirty 
makes of cars for which net liabilities were listed in 
excess of $1,000,000. With such minimum net liability 
involved it is assumed that the law of general average 
fully applies. Consequently the exposure and moral 
hazard components become a constant in the loss 
ratio and the range in loss ratio therefore reflects the 
influence of the built-in hazard. Having determined 
upon the constant for the exposure and moral hazard 
component, and having combined with it a smaller 
constant to take care of a remaining possibly per- 
sistent hazard of self-ignition, a method of classifica- 
tion according to credits derived by schedule remains 
for determination. 

Mr. Small explained that the same methods 
were followed as to the collision hazard and 
concludes as follows: 

So much, then, with regard to the procedure em- 
ployed in the development of the schedule method for 
automobile classification. The New England, Eastern, 
Southern and Pacific conferences have followed the 
National Conference in adopting the schedule method 
for fire transportation classification for the passenger 
types of automobiles. The theft classification method 
adopted and in use in these four sections of the 
National Conference territory follows the alphabetical 
symboling plan of the schedule. Plans are being 
completed for applying schedules in the classification 
of the passenger jobs for collision and in the classifi- 
caton of commercial cars and trucks both for fire and 
transportation and for collision. It is expected that 


this work can be completed so that for all. business 
written in 1921 the fire and transportation and theft 
and the collision coverages for all types of automo- 
biles will be on the basis of the schedule method for 


classification employing throughout alphabetical sym- 
bols rather than list price values to determine rate or 
premium classes. Subsequently the use of schedules 
to reflect the influence of features of design, assembly 
and equipment of an automobile the property 
damage and liability loss ratios will be given consid- 
eration, to the end that complete uniformity of classi- 
fication method may be had. 


upon 


An unusually interesting address was that 
of S. J. Duncan Clark of the Chicago Even- 
ing Post. “The Challenge of the Hour to 
the American Spirit” was the title of his 
talk, in which he urged his audience to stand 
strong for political progression, to recognize 
the signs of the times in spite of the jumbled 
political situation created by the radical and 
highly diversified racial elements which call 
America their home. He pleaded that we must 
practice Americanism if we are to preach to 
others. 

If the spirit of America be true to itself it need 
not fear the challenge of the alien, of the disturber, 
the revolutionary, the Red. Its greatest danger lies 
in being driven by the impulse of fear to the use of 
methods and the adoption of policies that are untrue 
to its traditions and ideals. Let the spirit of America 
do freely and bravely its real work of building up an 
American democracy inspired by justice, efficient in 
government, considerate for the common welfare, and 
it will win to whole-hearted allegiance all elements 
within our borders. 

Speaking of readjustment, Mr. Clark de- 
scribed his own feelings in the matter in the 
following paragraph: 

In my enthusiastic youth I was prepared to furnish 
a ready-made formula for the creation of a perfect 
society. I have grown wiser with mature years. I 
am content now to urge only that we recognize the 
imperfection and the impermanence of the 
order, and, with open minds and brave hearts, go for- 
ward by experiment to realize mere fully those ideals 
which men have cherished in all ages for the common 
good. The man with whom I have no patience is the 
man who insists that we must go back or stand still 
because he finds it uncomfortable, disturbing, pos- 
sibly threatening to his own interests to move on. 
Sooner or later that man has to be ejected or rolled 
over, and the measure of his resistance is the measure 
of the trouble to which all the rest of us must be put 
in effecting the inevitable readjustment. 

In closing Mr. Clark endeavored to show 
the reasons why the United States can no 
longer pursue a policy of aloofness in inter- 
national affairs. His final words were a plea 
for the League of Nations which he believes 


representative of real American spirit. 


existing 


CHALLENGE TO SPECIAL AGENTS 

Taking the attitude of a spectator from afar, 
James A, Bawden presented some interesting 
aspects of the insurance business before the 
Fire Underwriters Association of the North- 
west to-day. He first called attention to the 
value of friendships, rather berating the fra- 
ternity of special agents among themselves and 
challenging them to widen the scope of their 
activities, suggesting that the various cham- 
bers of commerce would be the proper channel. 
Through such activity more control might be 
exercised over insurance evils and in advanc- 
ing fire protection matters. In this latter con- 
nection he mentioned several gross violations 
of the interests of fire protection which could 
have been corrected by a little attention to the 
matter. A little story which he told illustrated 
his point: 

The trouble has been that many of us are willing 


it;’? worse, we imsist en Geerge 


to “let George do it 
33 


doing it. Last spring, on a cold, blustery day, I had 
a drive to make in one of the rougher sections of my 
State. I did not want to go, but the manager had 
urged it, and in the beautiful sarcasm of our friend 
Will Albright “I usually try to co-operate with the 
manager.””’ The roads were fearful. Nobody wanted 
to take me, even in one of Henry Ford’s gems of 
iniquity. Finally an old native said: “I’ll try it with 
a rig and a critter.” We started. The seat canted 
so sharply that I sat on the old man most of the way. 
He called his “critter” “a hoss’’- may be it was. It 
looked like a skin drawn over a bunch of bones and 
raveled at the rear, but it could walk. In the course 
of our journey there loomed ahead a big limb which 
had been broken by the sleet storm of the night be- 
tore 


and crashed down directly across the road. 
Clearly discernible at the edge of the road were some 
wheel tracks going around the obstruction. This 


nettled my loquacious companion. “Thar ye be, ain’t 
that human nature for you? nobody gits out and drags 
thet branch out of the way, but jest drives around 
and leaves it fer someone else to do.” As we neared 
the obstrutcion I said: “Well, colonel, I guess it’s up 
to you and me to clear this muss up.” But my com- 
— snorted: “Not me; if others can drive around 
it can.” 





C. V. MESEROLE PRESIDENT 
Bankers and Shippers Under New Manage- 
ment 

The entire management of the Bankers and 
Shippers Insurance Company of New York has 
been changed. C. V. Meserole becomes presi- 
dent, L. R. Bowden, vice-president, and H. B. 
Lamy, Jr., secretary and treasurer, with L. P. 
Tremaine as assistant secretary. Mr. Meserole 
succeeds William G. Willcox as president of 
the company. Raymond Marshall was form- 
erly treasurer and Robert Van Iderstine, secre- 
tary. James Barber and Harold Stanley con- 
tintle as vice-presidents. 

The new management formerly had charge 
of the fire and automobile departments, and 
the head offices of the company will be located 
in the offices of those departments at 590 John 
street. The reasons for the change are given 
as a desire to be relieved by Mr. Willcox and 
the conviction that all departments had better 
he under one management. There is no change 
in the financial backing of the company. 





The Casualty Reinsurance Corporation 

The Casualty Reinsurance Corporation is 
being organized at New York with a capital 
of $1,000,000 and an initial surplus of $2,000,- 
000, practically all of which is understood to 
have been subscribed. It is expected that S. K. 
Crawford will be president and Miss F. V. 
Searle secretary and treasurer of the new com- 
pany. W. Otis Badger, Jr., attorney, has also 
been prominent in the organization of the 
company. 

The capital and surplus of the new company 
is sufficient to almost double the present 
capacity of the casualty reinsurance field in 
this country. The same interests expect to 
start a fire reinsurance company as a running 
mate to the Casualty Reinsurance at a later 
date. 





—The National Druggist Mutual Insurance Com- 
pany, with offices at Algona, Iowa, has filed articles of 
incorporation. It is a mutual concern, insuring drug 
steres and steeks, and having for its patronage mem- 
bers of the Iowa Druggist Asseciation. 
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HELP WANTED 


Can you train men to produce accident 
and health insurance? Give your record 
and remuneration expected. 


James A. Ross, New Orleans, La. 














MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 








FREDERIC S. WITHINGTON, F. A. 1. A. 
CONSULTING ACTUARY 


402-404 Kraft Building Des Moines, Iowa 
Telephone Walnut 3761 

















Prominent Agents and Brokers 











LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 
American Eagle Auto- National Union New Amsterdam 
mobile-Hartford National-Hartford _ Casualty Co. 
American Equitable Philadelphia Under- Indemnity Company 
British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 


Fidelity-Phenix 
Insurance Underwriters BROKERS’ LINES SOLICITED 


J. H. NITCHIE 


ACTUARY 
19 SOUTH LA SALLE STREET 





W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 














NEW YORK STATE DEPARTMENT 


SUPERIOR FIRE OF PA. ALLE- 
MANNIA FIRE OF PA. CAPITAL 
FIRE OF N. H. GEORGIA HOME 
OF GA. UNITED AMERICAN OF 
PA. 


P.B. DUTTON, MGr., ROCHESTER 





Telephone, Stace 4992 ~ CHICAGO 256 BROADWAY Tr Se 

PAUL L. WOOLSTON W. R. HALLIDAY 
INSURANCE EXAMINER, CONSULTING 

ACTUARY AND ACCOUNTANT ACTUARY 

MAJESTIC BLDG., DENVER, COL. INSURANCE EXCHANGE CHICAGO 














DONALD F. CAMPBELL 


CONSULTING ACTUARY 


76 WEST MONROE ST. CHICAGO 
Telephone, Randolph 918 


JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303 165 Broadway, New York City 


Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 


Cable Address: Gertract, New York 








GOBRINOS DE EZQUIAGA 
ESTABLISHED 1821 
General Insurance Agents 


Box 351 


San Juan Porto Rico 





FRANK J. HAIGHT 


GEORGE B. BUCK 














J. L. MITCHELL 


Is nse same . successfully negotiate and finance the re- 
lidation of either Legal Reserve, Mutual 

Pemomancnte4 - ‘Fraternal Life Companies, Associations or 

Orders. 

Temporary money advanced on strictly private 

arrangements. 
All communcations held personal and confidential. 
Address J. L. MITCHELL, 604 Masonic Temple, Chicago, Ill. 








CONSULTING ACTUARY 
ACTUARY Specializing in Employees’ 
810 to 813 Hume-Mansor Bldg., Indianapolis, Ind. Co sak Fete Pane 
Kraft Building Des Moines, Iowa 256 BROADWAY NEW YORK 
JULIAN C. HARVEY T. J. MCCOMB 
CONSULTING 
ACTUARY CONSULTING ACTUARY 


CHEMICAL BUILDING ST. LOUIS, MO. 





Colcord Bildg., OKLAHOMA CITY, OKLA. 

















E. F. JANSSENS 


Agent d’Assurances 
et de Reassurances 


Anvers Bruxelles 
2 Courte rue des Claires 28 rue St Michel 





JNO. A. COPELAND 


CONSULTING 
ACTUARY 


124-126 HURT BLDG. ATLANTA, GA. 








F, M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 


THE BOURSE PHILADELPHIA 




















Actuarial 


T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 














FACKLER AND FACKLER 


DAVID PARKS og a *e A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 
35 Nassau Street New York 








A. SIGTENHORST 


CONSULTING ACTUARY 


National City Bank Bldg.,. WACO, TEXAS 








ABB LANDIS, Actuary 


To January Ist, 1920, Mr. Landis 
has been employed by 204 of the old= 
est and largest Fraternal Societiesin 
the United States and Canada, to 
compute rates of contribution, to 
make valuations, to report on read= 
justments, to prepare forms of certifi= 
cates, to write constitutions and to 
give technical advice. Long experi= 
ence in Fraternal work and technical 
knowledge of insurance and law give 
a superior value to his services. He 
has dealt with every phaseof the busi- 
ness to the satisfaction of clients. 
NASHVILLE TENNESSEE 
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Insurance Lawyers 








IRELAND 
GEORGE McILDOWIE & SONS, Attorneys-at-Law, Bel- 
fast, Ireland. Refer to Equitable Life, Mutual Life, New 
York Life, Metropolitan, Actna Life, John Hancock Mutual, 
Illinois Life, Boston Mutual and American Consu: at Bel- 
fast. Cables: MelIldowie, Belfast. 














Insurance Examiners and Adjusters 








BININGER & SIBLEY 


140 LIBERTY STREET NEW YORK CITY 
Phone Rector 8591-538-652 


INSURANCE ADJUSTERS 





Claim Investigations Appraisements (Auto Damage) 
Claim Adjustments Adjustments (Aero Claims) 
Auto Subrogation Claims 














LOSSES ARE ASSETS 


When handled with prcper regard for 
their business building possibilities. 
Even an aggrieved claimant may become 
a fr‘endly policyholder if impressed with 
the fairness of an adjustment. 


R. L. NASE, 
Adjuster for Casuaity Companies 
111@ Mutual Bldg., RICHMOND, VA. 


Liability, Compensation, Accident 
and Health Claims 
TERRITORY: 


Virginia and North Carolina 

















Company Representation Wanted 








A PORTO RICO 


firm, conversant with the insurance 
business, is seeking the representation of 
a reliable American Insurance Company 
desiring to canvass that territory, which 
offers an ample field for developing the 
business—preferably one which writes 
both fire and marine risks. 


Address P. O. Box 307, San Juan, 
Porto Rico. 











Marine Building Near Completion 

The new six-story building at 47 Beaver 
street is fast nearing completion. It is to be 
occupied by the Importers and Exporters Ma- 
rine Insurance Company, now located at 17 
South William street. 

Excess Insurance 

Although the manual committee of the Na- 

tional Workmen’s Compensation Service 


Bureau has not yet reported upon the rates for 
excess insurance, policies are already being 
written. 





T 


STATE AGENTS’ MEETINGS 





Many Associations Elect New Officers 
Prior to National Gathering 


FRED J. COX AND W. H. BENNETT AS 
SPEAKERS 


Variety of Subjects Under Discussion—- 
Virginia Shows Large Membership 
Increase 


Several State associations of insurance 
agents have been holding their annual meetings 
and elections of officers prior to the national 
gathering at Moines, October 19-22. 
Maryland, Virginia, New Jersey, Maine, Ver- 
mont, Illinois and New Hampshire have all 
held important meetings within the last two 
weeks. 

At the Maryland meeting in Baltimore on 
September 23, a record attendance was noted. 
Walter W. Alexander of Baltimore was elected 
president and I‘'rank W. Lawson of the same 
city became secretary-treasurer. W. E, Un- 
derwood, editor of the American Agency 
3ulletin, gave an inspiring talk in the absence 
of Secretary-Treasurer W. H. Bennett. 

The Virginia association reported an increase 
in membership of from 146 to 308. In view of 
this remarkable activity, the agents insisted 
upon the re-election of President Catlin, Presi- 
dent Fred J. Cox of the National Association 
gave an address on the principal issues of the 
day, insurancewise and otherwise. 

The New Jersey agents met at Asbury Park 
for a_ strictly business meeting. President 
T. C. Moffatt gave an encouraging review of 
the results achieved since the last meeting in 
February. It was proposed to amend the con- 
stitution to provide for more vice-presidents. 

The Maine Association held an election of 
officers at their annual meeting in Auburn re- 
cently. Ivan E. Lang of Waterville was 
elected president and Arthur L. Orne of Rock- 
land secretary-treasurer. An increase of mem- 
bership of over one-hundred per cent was re- 
ported by President Lang. Secretary-Treas- 
urer Walter H. Bennett of the National Asso- 
ciation spoke at length on subjects of general 


Des 


interest. 

Vermont agents held their annual meeting in 
Montpelier. Walter A. Clark oi Rutland was 
elected president and Dana J. Lowd of Bellows 
Falls, secretary-treasurer. A system of self- 
graded dues was adopted. 

The Illinois agents met in Peoria last Fri- 
day. An increase of membership of over 300 
was reported. State Fire Marshal Gamber and 
T. Alfred Fleming were the principal speakers. 
J. A. Giberson of Alton was elected president 
and Shirley E. Moisant of Kankakee secretary- 
treasurer. 

Manchester was the scene of the meeting of 
the New Hampshire agents. President F. M. 
Sise ot Portsmouth re-elected, as was 
Secretary-Treasurer G. A. Vermile of Man- 
chester. A banquet was held at the Derryfield 
Club in the evening, at whcih Commissioner 
Donahue of New Hampshire and National Sec- 
retary W. H. Bennett were guests and speakers. 
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Miscellaneous Insurance 











PERSONAL ITEMS 








John C. Allen & Son have been appointed 
Philadelphia representatives for the Allied Fire 
Insurance Company of Pittsburgh. 


Lyman Candee, vice-president of the Globe 
and Rutgers Fire of New York, underwent a 
slight operation a few weeks ago. He is re- 
ported as improving steadily, and it is ex- 
pected that he will soon be at his desk. 


J. G. Branstetter, an agent of the National 
Union Fire, Jackson, Miss., has been promoted 
in the ranks of that company, and leaves that 
city in the near future to take charge of the 
Georgia farm department of the National 
Union at Atlanta. 


George R. Callis, Sr., one of the founders 
and vice-president of the United States Fidelity 
and Guaranty Company, died last month at his 
home in Catonsville, Md. When Mr. Callis re- 
tired from business five years ago he was vice- 
president, secretary and treasurer of his com- 
pany. 

Edward C. Jamieson, late of the American 
Surety Company, has joined the staff of the 
Indemnity Company of North America as 
assistant to Vice-President Kennedy R. Owen. 
Mr. Jamieson has had fourteen years’ experi- 
ence in the surety business with the American 
Surety. 


Frank L. Miner, the new president of the 
lowa National Fire of Des Moines, succeeds 
the late John L. Bleakley, whose death occurred 
in June. Mr. Miner has been vice-president of 
the company and is president of the Bankers 
Accident of Des Moines, which has offices in 
the same building as the Iowa National. 


Ellis G. Richards and Mrs. Richards cele- 
brated the golden anniversary of their wedding 
on Tuesday of this week. Mr. and Mrs. U. C. 
Crosby of Brookline, Mass., the latter a sister 
of Mrs. Richards, came to New York for the 
occasion. Mr. Richards was for many years 
United States manager of the North British 
and Mercantile Insurance Company. 


George E. Hayes, assistant manager of the 
New York branch office of the Massachusetts 
Bonding and Insurance Company, has been 
presented with a gold watch and chain by his 
office in token of their esteem. Mr. Hayes 
announced some time ago his resignation in 
order to become manager of the surety depart- 
ment of the Great Eastern department of the 
Union Indemnity Company of New Orleans. 


John L. Mee Promoted 


William B. Joyce, president of the National 
Surety Company of New York, announces the 
appointment of John L. Mee as superintendent 
of agencies. In October, 1916, Mr. Mee was 
appointed assistant secretary for the National 
Surety Company, attached to the agency de- 
partment and in the fall of 1918 he was ap- 
pointed assistant superintendent of agencies. 
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N. H. WHITE, 3rd Vice-President 
E. B. CRAIG, 4th Vice-President 
C. R. CLEMENTS Secretary and Treasurer 


Cc. A. CRAIG, President 
W. R. WILLS, Vice-President 
T. J. TYNE, 2nd Vice-President 


The National Life and Accident Ins. Co. 


OF NASHVILLE, TENN. 


HOW TO ORGANIZE AND OPERATE 
MUTUAL BUILDING AND LOAN ASSOCIATIONS 


A considerable number of insurance men throughout the country are now 
officially interested in local mutual building and loan associations, and find 
that such associations help their insurance business, as well as contributing 
directly to their income. 

A Virginian who is well posted as to the operations of such associations 
has gotten out a little book under the above title, in which the system is 
thoroughly described, with information concerning the keeping of books, 
the forms of certificate of incorporation, by-laws, etc., together with ques- 
tionsfrequently asked about such organizations, and their answers. 

This book is substantially bound in cloth, with gold title. 

PRICE $2.00 PER COPY 


Orders and remittances should be sent to 
THE SPECTATOR COMPANY 


Chicago Office 135 William Street 
Insurance Exchange New York 


Combination Policy of Industrial Insurance Covering 
Sickness, Accident and Death 


$150,000.00 Deposited with Treasurer of Tennessee) 














LIBERTY NATIONAL 


FIRE INSURANCE CO. 


of New Orleans, La. 


“Merchants Life Insurance Co. 


Des Moines, Iowa 





Agency opportunities in nineteen 
states 


WM, A. WATTS, President 


Authorized Capital and Surplus 
$2,000,000 


Enters the Insurance Field 














: Service of Quality to Policyholdere 
im OD) Contracts of Superiority to Representatives 


ioe, Se, 
ee 








AGENCY MANAGER WANTED wow 
A Middle Western life insurance company is de- se 
sirous of obtaining the services of an Agency Manager RATIONAL 


Write for information relative to open territory. Have two 


who is capable of organizing and producing an agency 
force and who is acquainted with conditions in Ohio, or three agencies with business established where change is 
Indiana and Illinois. ev " —— 








An attractive contract will be given the right man. 
Address Middle West, 
Care of THE SPECTATOR, 
Post Office Box 1117 City Hall Station, New York 














SALESMAN OPPORTUNITY 
We can use some high-grade stock and bond salesmen to sell our 6% 
Participating Preferred Stock, our 6% Improved Calumet District 
Real Estate Bonds, and our 5% Farm Mortgage Bonds. 
Write for Particulars. 
GARY NATIONAL ASSOCIATES COMPANY 


Gary Theatre Building, Gary, Indiana. 
Wilbur Wynant, President. 








WANTED—ARKANSAS 


An attractive General Agency contract 
for the State of Arkansas—just opened 
































American National Insurance Company 


of Galveston, Texas 
W. L. MOODY, JR., President 


Fifteenth Annual Statement, December 31, 1919 
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for business. 
ASSETS L 
ie AID tN Ee ONC 5 os ose cis poor) setae recs ec pom mw oaralons igieatayere gine $884,324.41 
AMERICAN NATIONAL ASSURANCE COMPANY Mortgage Loané, Pirst Liens... ... ..0-+ 05-005 Lense aero gt eel er sres8 3,091,830.79 
“p32 Loans Made to Policy Holders on Company’s Policies.......... 651,057.17 
Third National Bank Building Bonds wi pocnnnareetserevsesrennraceserseseessnensaaneees 1,589,468.02 F. 
t Collatera WANNA oc Gora cats ob bisa aioe a SIE De ea oa a Rae A A 
ST. LOUIS, MO. Poaceae MRPHNR EROS Gccesphca oi 5: -ccainie iG ace o aecareieie aus ers aah Meco ers ie 46,679.22 s1 
OOS ALTE O20 SR arr ace Wome ricer as orien ee vee ne 690,373.70 E] 
Interest Due and Accrued......... Pustswip eis oietctein; eaters v¥0 eile aie chee 157,631.02 
sccaemertina Net Deferred and Uncollected Premiums. ................0.2- 168,995.02 vom 
MN EMRRN OR PEE os oa sp is ie agree ie midlare Hee NIN OIE RIB e Wake Rie BTE Re ae 2,827.02 
LIABILITIES $7,315,786.37 
WE BELIEVE THAT TO AN AGENT WHO DE- Net Reserve American Experience 3 and 3}4 per cent.......... $5,743,808.08 
LIVERS THE GOOoDs, A MOST LIBERAL COM- Special and Cont ngent Reserve. .... 2.26. cescscccccceececes 226,521.59 
Death Losses in Process of Adjustment.................0000- 52,029.75 ( 
MISSION IS A CLEAR CUT APPRECIATION. Deed Wiss ee. cs 2+ 0000 boa0 ke adi eee 100,120.13 
Capital Stock... 2. ce eee eee ee eee eee ee ee eens $250,000.00 
WE TAKE PRIDE IN PROMPT AND EFFi- ee sae : 
CIENT SERVICE TO POLICY HOLDER AND Sorplus: Security to Policy Holders... 6 .cccssce sews eras nea eee 1,193,306.82 
AGENT. $7,315,786.37 
Life Insurance in Force, $101,632,847.00 € 
; Paid Policy Holders, $7,175,570.00 c 
GULF COAST LIFE INSURANCE COMPANY “Anchor to the Anico” 
G If t Mi Sie e For Further Particulars Write to: - 
ulfport, ISSISSIPPpI C. S. Hutchings, Actuary and Agency Mgr., Ordinary Department. foo 
W. J. Shaw, Secretary and Mgr., Industria! Department 
- y a es 
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AAC ARMM! A 
IT IS VITALLY IMPORTANT 


as a salesman of Commercial Accident and Health Dis- 
ability policies that you learn more about Continental In- 
come Protection forms—the forms that sell and stay sold, 
backed by the greatest Accident and Health Insurance 
organization in America. 


CONTINENTAL CASUALTY COMPANY 


H. G. B. Alexander, Pres. 


General Offices: Chicago, U.S. A. 
Canadian Head Offices: Toronto, Ontario 











United States 
Fidelity & Guaranty 


Company 
BALTIMORE, MD. 


Home Office Bidg., Calvert, German and Mercer St 
JOHN R. BLAND, President 








CAPITAL, PAID IN CASH. ...$4,500,000.00 











RU BRESU See ores lacs te AShaa sree a eee $3,979, 763.87 
RESERVES....... SEA Man arin cea SR ara A 19,527,428.74  $23,507,192.61 
TOTAL CAPITAL, SURPLUS AND RESERVES :::--:- is oe ee Se 
s * 
Fire Casualty Life 


RE-INSURANCES 


WILLIAM C. SCHEIDE & CO. 


(INCORPORATED) 


HARTFORD, CONN. 














THE SICN OF GOOD CASUALTY INSURANCE 






LIABILITY BURGLARY 
ACCIDENT CREDIT 

HEALTH BOILER 
AUTOMOBILE LANDLORDS 

TEAMS ELEVATOR 
COMPENSATION GENERAL LIABILITY 





oh 


Established * 1869 


LONDON GUARANTEE & ACCIDENT CO., Ltd. °cnatsno® 


Head Office: CHICAGO, ILL. F. W. LAWSON, Gereral Manager 





F. J. WALTERS, Resident Manager, 55 John Street, New York. | 
STOKES, PACKARD, HAUGHTON & SMITH, : i 
434 Walnut Street, Philadelphia, Pa. 


Resident Managers ‘ 
ELMER A. LORD & CO.. Resident Managers 145 Milk Street, Boston, Mass. 











American Indemnity Company 


Home Office, - Galveston, Texas 
Cash Capital $600,000 ~ Assets, Over $2,000,000 





This company was examined by the New York Insurai. - 
Department as of June 30th, 1919. 

The examiners in part stated: 

“RESERVE FOR LOSSES. The company’s estimates 
covering the classes of insurance it writes were found to be very 
conservative and ample provision has been made to meet this 
liability.” 








Responsible Agents Wanted Where not Represented. 














Attention, Insurance Men! 








A progressive insurance company recently licensed in 
Virginia, and having over 600 prominent stockholders 
throughout the State, has some excellent openings for 
ambitious insurance men who are anxious to secure 
General Agents’ or District Agency contracts. Good 
leads furnished and every assistance given to develop 
territory and build up a permanent business. Liberal 
contracts to good men. Our policy is a quick 
seller. 


All ansrers treated with confidence. 


Address L-438, care of THE SPECTATOR, 
P. 0. Box 1117, New York City, N.Y. 








FOR FOLDER 
SLUM ILS eh 














STEPHEN M. BABBIT, Pres. 





CAPITAL, $200,000.00 


Originator of the 
**Multiple Option”’ Policy, 
a three=in one contract. 

A good policy for the 

live wire. 


A company born in the West, 
built for western people, 
by western men. 


GOOD AGENTS WANTED 


Progressive In Its Ideas 
Conservative In Its Management 





HUTCHINSON, KANSAS 























THE SPECTATOR 


Thursday 




















Federated Fire Re-insurance Co. 


Authorized Capital $1,000,000 .00 
Subscribed $1,000,000 .00 


Re-Insurance Business Only. 


Home Office 
314-320 M.B.A. Bldg. Mason City, lowa 




















Tue PENINSULAR CASUALTY INSURANCE CO. 


Home Office—BAY CITY, MICHIGAN 
Authorized Capital $250,000.00 


Now writing—Accident and Health Insurance, Live Stock. 

Commencing January Ist, will write General Casualty Lines, 
including Automobile. 

Attractive Agency Proposition in Michigan, and will soon enter 
adjoining States. 

Harmon J. Wells, 


Secretary and 
General Manager 


Lowry Vahey, 


Colon C. Lillie, 
Managing Underwriter, 


President. 














If you can write Ordinary and Industrial 
business in an exceptional field, under a pro= 
gressive live-wire manager, who controls five 
offices, all making exceptional records and 
incidentally green=-backs, address (in strict 


confidence to you) Box 75, Jronton, Ohio. 


$6,000.00 — $12,000.00 with $50.00 per Week 
Costs $56.00 a Year 


Pays you as long as totally disabled whether 
from sickness or accident. 


Membership 100,000 Claims Paid $2,500,000.00 





Unusual Agency Opportunities at present in 
Minnesota, Indiana and lowa. 





Our Leading Salesman in 191% made $12,000.00. 


Business Men’s Assurance Company 


W. T. GRANT, Vice-Pres. KANSAS CITY, MO. 








GEORGE WASHINGTON LIFE INSURANCECO. 


Charleston, W. Va. 


The popularity of our SPECIAL CONTRACTS such 
as ENDOWMENTS at Ages 60, 65, 70 or 75, and our 
MONTHLY INCOME COUPON BOND POLICIES, mean 
SUCCESS to wide awake Insurance Salesmen. 

We also write TOTAL DISABILITY which provides 
for Waiver of Premium and Monthly Income and a clean 
cut DOUBLE INDEMNITY BENEFIT. 

Just at oe ee we have a few attractive Agency 
openings in the State of OHIO. For particulars address: 


C. B. BEAUMONT, State Manager 
2205 East 83rd St., Cleveland, Ohio 


THE RIDGELY 


PROTECTIVE ASSOCIATION 


of Worcester, Massachusetts 


Sickness and Accident Insurance 
FOR ODD FELLOWS ONLY 





Surplus to Protect Policy-Holders - = =» $241,214.11 
Deposited With Massachusetts State Treasurer, $100,000.00 











Henry M. Schnarr 
Secretary=Treasurer 


FIRE 
RE=INSURANCE 


NORWEGIAN ATLAS INS. CO., Ltd. 
WEMPLE & COMPANY, Inc. 


Horace R. Wemple 
President 


New York 








15 William Street 
New York 





5 0 WE WANT AGENTS 
to push our five-pointenine policies. 
Excellent Iowa territory and liberal 
@ ‘contracts for men of good reputation. 


“THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY CO: 


A. L. HART, Agency Mgr. 
Home Office—Register Tribune Bidg.—Des Moines, Iowa 




















A. M. BURTON, President 


Home Office - - : - 





LIFE AND CASUALTY INSURANCE COMPANY 


OF TENNESSEE 


Industrial Weekly Insurance Life — Health — 
Accident. Pays Fifty Weeks Indemnity— 
Ordinary and Industrial Straight Life Insurance 


H. B. FOLK, Secretary 


Nashville, Tennessee 
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GENERAL AGENCY OPENING FOR 2 
NORTHERN WEST VIRGINIA Dayton Mutual Fire Insurance Co. 
Two good personal producers may combine Dayton, Ohio 
to get contract. B. C. COLEMAN, Secretary 
If you cannot produce personally do not Assets $102,806.64 
apply. Conservative and Careful Management 
Address West Virginia, care of THe SpxCTATOR, | AGENTS WANTED 
P. O. Box 1117, New York City, N. Y. Address Home Office. 























MIDLAND LIFE INSURANCE COMPANY | GOOD AGENTS 


KANSAS CITY, MISSOURI Wanted by 
THE COMPANY. —_—_Backedand endoraed by the mort ubstantial | SC) U THE RN UNION 


THE MANAGEMENT. Practical insurance men of long experience Life Insurance Company 


and conspicuous success. 




















THE TERRITORY. MISSOURI, FKANSAS, ne OKLAHOMA, of 
, . e best territory 
in the country to-day. WACO, TEXAS 
DANIEL BOONE; President |§ DANIEL BOONE, Jr.; Secretary The Conservative Texas Company 
1867 THE 1920 
EQUITABLE LIFE INSURANCE COMPANY ? 
OF IOWA — 
New Business Paid for 1919................. $57,828,209.86 j 
New Business Paid for 1918................. $29,996,822.32 nsurance ompany 
GON os hk beech dae HO ia Ween oi << See OF DES MOINES, IOWA. 
Insurance in Force December 31, 1919....... $206,553,404.00 
Gain in One Wears. .i656664 chee ce cece e cscs, SAOUORGEOO JAS. H. JAMISON, President 
, NEW and up to date policy contracts. REAL SERVICE to Policy= 
For Information Address holders and Agents. NOT SO BIG to lose sight of individual Agents, 
’ and big enough to serve its Agency and Policyholders satisfactorily. 
Home Office, Des Moines. prone GOOD territory in IOWA and SOUTH DAKOTA open for 

















JEFFERSON STANDARD LIFE INSURANCE CO. 


HOME OFFICE, GREENSBORO, NORTH CAROLINA 

















Insurance in Force Over $118,000,000.00 
Large Strong Progressive 
ATTRACTIVE POLICY CONTRACTS FINE TERRITORY 
W. E. SMALL, President E. P. AMERINE, Secretary 


When Insured in Georgia Casualty Company 


You Are he ee O, _ —— Everyone Is 


Surplus and Reserves to Policyholders Over Two Million Dollars 


HOME OFFICE: MACON, GEORGIA 
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: Stability with Fraternity 


THE FRATERNAL AID UNION 


A Fraternal Beneficlary Association that Issues 
MODERN LIFE INSURANCE CONTRACTS 
ON THE LEGAL RESERVE BASIS 
Assets of Two Million Dollars Operating in Thirty-eight States 
SOMETHING DIFFERENT 


If interested, address 
V A. YOUNG, Supreme President, LAWRENCE, KANSAS 








Thursday 











Industrial Life and Health 


Insurance Company 
Home Office: 502-511 Austell Bldg., Atlanta, Ga. 


Insures men, women, and children against loss by 
sickness, accident, death, all under one policy 
Premiums 5 cents to 50 certs per week. 


JOHN N. McEACHERN, President 
R. H. DORBS, Ist Vice-President 
S. C. McEACHERN, 2nd Vice-President 
I. M. SHEFFIELD, Secretary 














GROW TH! — 


Premium Income | Premium Income 


Ist Half 1919 Ist Half 1920 


$500,000 | $800,000 
INCREASE 60% 


Provident Agents Share This Prosperity 


THE PROVIDENT 
LIFBR AND ACCIDENT INSURANCE CoO. 
_of CHATTANOOGA TENNESSEE 


INTERNATIONAL LIFE & 
TRUST COMPANY 


GENERAL OFFICES, MOLINE, ILL. 
An “Old Line” Legal Reserve Company, Issuing all the 
Standard Forms of Policies. Exceptional Opportu- 
nities for Live Men. 


J. O. LAUGMAN A. JQHNSON 
President Sec. & Med. Dir, 

















The 
BERKSHIRE LIFE INSURANCE CO. 


of Pittsfield, Mass, 
Inc. 1851 





W. D. WYMAN, President 





























A purely mutual company, issuing all desirable 
forms of life insurance. 


Attractive Literature 


Ambitious, Productive and Trustworthy Life 
Agents may be benefited by corre- 
sponding with 


W. S. WELD 


Superintendent of Agencies 
































RARE OPPORTUNITY 


TWO GENERAL AGENCY OPENINGS 
IN THE STATE OF MONTANA 
A splendid direct Home Office contract under which a profit- 
able and permanent business can be established is waiting for 
the right man. 


THE COMPANY NOW HAS MORE THAN $76,000,000 OF 
INSURANCE IN FORCE 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


ST. PAUL MINNESOTA 














High Class Salesman Wanted 


to sell American Credit Insurance 


Credit Insurance begins where Fire Insurance stops—after 
merchandise has left the protection of four walls, and been 
turned into accounts. 


And American Credit Insurance does far more than merely 
provide for the payment of abnormal losses. It establishes 
a safe credit basis. It promotes the means to prevent losses. 
It eliminates waste, and reduces the failure rate. 


Thus, when you sell American Credit Insurance, you are 
selling a constructive and highly desirable Service needed 
and wanted by the leading Manufacturers and Jobbers. 


This calls for integrity and ability of the highest order— 
for an Al salesman. To such a man we can offer an un- 
usual opportunity. 


Commission basis only. 


THE AMERICAN CREDIT 
INDEMNITY COMPANY 


of NEW YORK E. M. TREAT, President 
415 Locust Street 9!| William Street 
St. Louis, Mo. New York 


Offices in all Principal Cities 


A. B. Treat, Gen’! Eastern Mor. 


91 William Street New York 
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INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 


JANUARY, I, 1919 


Reserve for Unearned Premiums.................0ee00-. $996,557.81 
Gina bs tebe tt Che oo vs acs aire or carer ds cid, ercrarenescresel dé eiae ia teas 242,981.13 
CAMB eee ne cscs owiecisc ceieclesieedec odaeeiaacen $250,000.00 
Net NEIMENERIDS cic Gig o! ciar'c: cca e chek 6 ater ocel al areal alee 956,350,28 
Surplus to Policyholders ................ccceceee: 1,206,350.28 


Total Assets.............. $2,445,889.22 
WM. H. PALMER, President W. H. McCARTHY, Secretary 


National Liberty 
FJusurance Company of America 


INCORPORATED UNDER THE LAWS OF THE STATE OF NEW YORK IN 1859 
Statement, Jan moxie 1, 1920. 








Cash Capital.. . 31,000,000. 00 
Assets. . 10,748, 246 .37 
Liabilities includir ng Capital... fase 7,638,598 .39 
Net Surplus. . .. 3,109,647 .98 
Surplus ss Policy Holders. . . 4,109,647 .98 
HEAD OFFICE: 
709-717 Sixth Avenue, Cor. 4 Ist Street, New York. 


A FEDERAL INSTITUTION 


The Masonic Mutual 
Life Association 


OF THE DISTRICT OF COLUMBIA 
Chartered by Special Act of Congress March 3, 1869 


The security of the Old Line. Surrender Values, and S 
The economy of the Fraternal. Advantages not found e 


Select work, with big returns to high class representatives. For terms and territory 
write to 


WM. MONTGOMERY, President and General Manager 
1621 H Street, N. W. Washington, D. C. 
Required by the laws of the United States to maintain the legal reserve on every policy. 





jal 
where, 








GREAT REPUBLIC LIFE INSURANCE COMPANY 


Los Angeles, California 


CAPITAL, $500,000 FULLY PAID 


GREAT OPPORTUNITY 
FOR LIVE MEN 
H. S. Bridgewater, 731 Railway Exchange Bldg., Kansas 
City, Mo., Mgr. Missouri and Kansas. 


J. R. Railey, 807-8 Southwestern Life Bldg., Dallas, Texas, 
Mgr. Texas and Oklahoma. 


W. H. Savage, Vice-President and Agency Director. 




















ZURICH 


GENERAL ACCIDENT AND LIABILITY INS. CO., Limited 
All Classes of Casualty Insurance 


Immense Resources 


Agents who are Expert are invited to communicate with us 


United States Head Office 431 Insurance Exchange, Chicago 














==The Oldest Life lasurance Company in the West=—1920 


St. Louis Mutual Life 
Insurance Company 
ST. LOUIS, MO. 


1857 


Its splendid record makes its Liberal and Up-to-date Life and 
Endowment Policies easy to sell. 


Live Agents Wanted in Unoccupied ‘Territory 
Address inquirics to the Home Office, St. Louis, Mo. 











EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in 
the states of Illinois and Missouri with direct 
Home Office contracts. Liberal policies. 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Thos. F. Daly, President DENVER, COLORADO 

















THE FARMERS & BANKERS LIFE 
INSURANCE COMPANY 


Largest volume of Business—Greatest amount of 
assets—Largest yearly production of any Kansas 
life insurance company. Truly it 


LEADS THEM ALL IN KANSAS 
WICHITA, KANSAS 





Home Offices, 














RITISH AMERICA ASSURANCE Co. 
TORONTO, CANADA 


INCORPORATED 1833 


FIRE, AUTOMOBILE, EXPLOSION, RIOTS, CIVIL COM- 
MOTIONS AND STRIKES 
UNITED STATES BRANCH 
January I, 1920 
TN is. 0 cctG Rw ET ae $2,297 350.46 
i 1,517,850. 59 











$779,499.87 | 
W. B. MEIKLE, President and General Manager, , ! 


41 


IN KANSAS 


F. S. Jackson, Pres. F. P. Netzger, Sec. 
AMERICAN HOME LIFE INSURANCE CO., 
TOPEKA, KANSAS. 


District Managers and good producers wanted. 
Address—F. P. METZGER, Agency Director. 














THE 


SPECTATOR 











This Company is now Licensed in 15 States as follows: 


California Maryland Ohio : 
Indiana Massachusetts Pennsylvania 
/] lowa Michigan South Carolina 
4 Kentucky New Jersey Texas 
Louisiana New York Wisconsin 
These states represent a tremendous territory, 
in the aggregate, and embrace a large share of the 
country’s population. 
AGENTS ARE DESIRED 
in communities where the Peninsular Fire is not 
already represented. 
The company offers excellent facilities for 
writing the lines usuaily covered by a fire insur- 
D ance institution, including a special plan for in- 
<=) suring farm risks. 


THE PENINSULAR FIRE INSURANCE CO. of AMERICA 
GRAND RAPIDS, MICH. 


COLON C. LILLIE, Pres. J. FLOYD IRISH, Secy. and Managing Underwriter 














AGENTS WANTED 


To sell an unrestricted Accident and Health policy costing 
$9.00 quarterly. Covers every disease and every accident. 
Ww Liberal commission paid to live producers. 


CENTRAL BUSINESS MEN’S ASSOCIATION 


H. G. ROYER, Pres. 
C.O. PAULEY, Sec’y. & Treas. 


Westminster Bldg: 
CHICAGO, ILL. 





State Mutual Life Assurance Co. 
of WORCESTER, MASS. 


Incorporated 1844 
Commenced business June 1, 1845 


1920 


is the 75th ANNIVERSARY of our commence= 
ment in business. 

From the beginning the first consideration has 
been to furnish absolute protection to policyholders and bene= 
ficiaries. 

This practice has resulted in satisfied policyholders—the first 
essential to the agents’ success. 
B. H. Wright, President D. W. Carter, Secretary 
@ Stephen Ireland, Superintendent of Agencies 


—~ 





— 


CALEDONIAN INSURANCE COMPANY 
OF SCOTLAND 
Founded 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 


U. S. Head Office: CALEDONIAN BUILDING, 50-52 Pine Street, N. ¥. City 


CHAS. H. POST, U. S. Manager 
R. C. CHRISTOSHER, Assistant U. S. Manager 








PALL OVE IS OUR EVENS) _ en 


The Southern States Life Insurance Company 
ATLANTA, GA. 
WILMER L. MOORE, President 


Good territory for live agents. 
Liberal contracts direct with the Company. 


Policies include Double Indemnity and Disability 
benefits, 
ROBERT F. MOORE, Agency Secretary 











PUBLIC LIFE INSURANCE CO, 


$500,000 Authorized Capital 
is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 


Write today; we may have just what you want 


LOUIS NAROWETZ, President 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street CHICAGO, ILLINOIS 











SAFETY for 
THE WIDOW’S MONEY 


Through The, 


MONTHLY 
INCOME 
PLAN 





A brilliant presentation of 
the Monthly Income Policy 
is just off the press and is 
ready to supply to those 
\ -desiring a powerful aid to 
the sale of this’ great busi- 
ness-building policy, now 
just coming into its own. 


Printed attractively as an 
8-page leaflet, vest-pocket 
size. 











A Sample Will Convince You 
Send For It. 





The Insurance Field Company 


INCORPORATED . 


P. O. Box 617 Louisville, Ky 





Thursday 








te 

















October 7, 1920 


THE SPECTATOR 











JUST_OUT: 
Farmer’s Special Disability Policy; 
New Accident Policy; : 
New Semi-Commercial Policy. 
Eesides: 
Nurse Special; Teacher’s Special; 
Business Women’s Special Policies. ; 
ir policies are built to fit the occupation. That’s why they are easily 
Id. 


Full particulars on request. 


INTER-OCEAN CASUALTY COMPANY 


i). W. Scherr, President. W. G. Alpaugh, Secretary. 
CINCINNATI, OHIO 
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LIFE INSURANCE Co. 


IGOO CONTRACT 


FOR GOOD MEN 


CBRoMins, Pres. 


TERRITORY] 
COMPANY] 








ORGANIZED 
H Oe | 


a .. lund. 
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Eoeterstitent! 
@hittolater 


IVE PURE LIFE 
&TRACTS fer Need 
OF ABILITY PROTECTION 


Service Financial Stability Non-Technical Contracts 


THE EMPLOYERS’ 


LIABILITY ASSURANCE CORPORATION, LTo. 
OF LONDON 


THE PIONEER AND LEADING LIABILITY INSURANCE COMPANY 
OF THE WORLD 


WORKMEN’S COMPENSATION 


LIABILITY, AUTOMOBILE, STEAM BOILER 
AND FLY WHEEL, ACCIDENT, HEALTH, 
FIDELITY, SURETY, BURGLARY AND 
PLATE GLASS INSURANCE 


SAMUEL APPLETON 


United States Manager 


33 Broad Street, Boston 


Dwight & Hilles, Resident Mgrs. for N. Y. State, 56 Maiden Lane, N.Y. 

















INCOME INSURANCE 
SPECIALISTS 
Opportunities for Salesmen in 47 States 


Address H. A. LUTHER, 2d Vice=Pres. 


NORTH AMERICAN ACCIDENT INSURANCE CO. 
209 S. LaSalle St., Chicago, III. 














THE KANSAS LIFE 
INSURANCE COMPANY 


TOPEKA 
JOHN H. EDWARDS, President 








£% 


La 








COMPANY 
LIMITED 





‘‘Keep Southern Money at Home’’ 


YOUNG MAN: If you are already successful but looking for 
larger opportunities, Investigate the Field, Policy Contracts, 
and Commissions of ‘‘The Best Company In Dixie’ and We 
Will Grow Together. 


E, C. HINDS, President 


(tton States 


LIFE INSURANCE CO-Meneris) 














The Fraternal Protective Association 


12=20 Pemberton Square 
BOSTON, MASS. 


Sickness and Accident Insurance for Odd Fellows Only 
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INSURANCE IN FORCE - OVER $48,000,000.00 
YOU ARE WORKING FOR COMMISSIONS SELL POLICIES PROVIDING REAL PROTECTION 


Our policies pay Double for Accidental Death 
For Total Disability—a yearly income 

No premiums payable during total disability 
No deductions at death for disability payments. 


For territory North or South Carolina—address Woods & Woody, Managers, Greensboro, N. Carolina 
For territory in other states, address 


Reserve Loan Life Insurance Company "Size 
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